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Leading Manager Leading Manager Leading Associate Managers 

Per Man Combined Combined Production Credits Combined Production Credits 

Production Credits R. W. McWilliams First—Seymoure S. Ravid 
S. S. Harrell, Manager Norfolk, Virginia Detroit, Michigan—# 3 


Detroit, Michigan—# 3 





Em | : 
Leading Associate Managers Leading Agents Leading Agents 
Combined Production Credits Combined Production Credits Combined Production Credits 
Second—F. J. Prijatel First—S. P. Mancuso Second—Douglas G. Paul 
Cleveland, Ohio—# 2 Cleveland, Ohio—# 2 Detroit, Michigan—# 3 











These are the 1954 leaders in the Combination Agency Division of The 
Life of Virginia. We salute them and many others as men who reflect credit 
upon their company and the profession of life underwriting. 


THE LIFE Aoustoncl? 
OF VIRGINIA 


RICHMOND ° ESTABLISHED 1871 
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Sees Trade Practice 
Confab as Ending 
FTC Matter Soon 


Mason Tells Chicago 
Meet Long Litigation 
Threat to Industry 


The difference between clearing up 
in a matter of months or in a matter 
of years the entire matter of FTC ac- 
tion against insurers for improper ad- 
vertising lies in a trade practice con- 
ference, Lowell B. Mason, senior mem- 
ber of the commission, told the annual 
luncheon in Chicago of Insurance Fed- 
eration of Illinois. 

Because public confidence and in- 
tegrity is the sole commodity insurance 
has for sale, Mr. Mason said the in- 
dustry could suffer greatly if the FTC 
matter continues in the public eye over 
a long period. FTC in its 28 citations 
against A&H insurers said nothing 
against the integrity of the product, 
but this very thing has been questioned 
repeatedly by the public, he said. No 
matter how many form letters FTC 
sends out denying an attack on the 
commodity sold by insurers, the ques- 
tion recurs. 

“I can’t get too much concerned if 
people misinterpret some of our 
charges against cigarettes or cold cures, 
but it is just as important to help 
maintain the public acceptance of such 
a vital thing as insurance as it is to 
prevent any false and deceptive rep- 
resentations in its sale.” 

Only a few weeks ago members of 
Joint Committee on Health Insurance 
were polled concerning advisability 
of holding a trade practice conference, 
and the idea was turned down, it is 
understood, because state commission- 
ers would not have been invited. There 
were both favoring and dissenting ac- 
tions taken individually by trade as- 
sociations, though of late it has been 
said there is strong sentiment for the 
proposal made by Commissioner Pans- 
ing of Nebraska under which such a 
conference would be a tripartite af- 
fair, with the commissioners attend- 
ing. 

The speaker was introduced by E. 
H. Henning, president of Central 





L. B. Mason E. H. Henning 
Standard Life, who was reelected fed- 
tration president. Also reelected were 
H. H. Fuller, manager of National Bu- 
reau of Casualty Underwriters, Chair- 
man, and C. C. Rauschenbach, man- 
Ager of Ocean Accident in Chicago, 1st 
vice-president. Florence M. Manson 
empleton, Metropolitan, Toledo, and 

(CONTINUED ON PAGE 1%) 





XUM 


Program Features 
Given for GAMC 
St. Louis Meeting 


The General Agents & Managers 
Conference program, to be staged at 
St. Louis Aug. 23 during the conven- 
tion there of National Assn. of Life Un- 
derwriters, is about completed. 

Horace R. Smith, superintendent of 
agencies Connecticut Mutual Life, will 
lead a special session on the subject, 
“Day by Day for a Year with a New 
Agent.” Various other aspects of the 
managers’ job will be considered by 
Robert W. Osler, vice-president Rough 
Notes Co.; Kenneth R. Strang, manager 
for John Hancock at Detroit, and 
Bethel W. Walker, New York Life 
manager at San Francisco. 

A new state managers’ association 
is being formed in Florida, R. A. Pat- 
rick Jr., Pan-American Life, Lakeland, 
serving as temporary president. 





FTC Chairman Predicts 
Further A&éH Complaints 


More complaints against A&H com- 
panies are in the offing, Federal Trade 
Commission Chairman Howrey told 
National Industrial Advertisers Assn. 
in Washington. 

The commission-initiated effort to 
eliminate alleged false advertising by 
A&H companies not only includes in- 
vestigation of those which were sub- 
ject of complaints, but also a careful 
study of the advertising claims of all 
A&H companies, he said. Twenty-eight 
complaints, charging insurers with us- 
ing false and deceptive statements in 
their advertising as to actual benefits 
payable under policy terms, have been 
issued. 


ie NATIONAL UNDERWRITER 


The National Weekly Newspaper of Life Insurance 


Bill Would Prevent 
Double Liability on 


Loans to Bankrupts 

WASHINGTON—Sen. Kilgore of 
West Virginia has introduced a bill to 
make it possible for life companies to 
continue their practice of making 
prompt payments to policyholders and 
beneficiaries without delay for ‘in- 
vestigation of possible bankruptcy pro- 
ceedings against policyholders and 
without risk of the companies having to 
pay out additional amounts to bank- 
ruptcy trustees in cases where policy 
owners are undergoing bankruptcy. 

As reported in THE NATIONAL UNDER- 
WRITER for April 29, the U. S. Supreme 
Court has refused to review the U. S. 
court of appeals decision in the case 
of Lake vs. New York Life et al, 
which held five life companies liable 
for payment to bankruptcy trustees 
although payments already had been 
made to bankrupt policyholders. 

The court held that even though 
such payments were made in good 
faith and without knowledge of bank- 
ruptcy proceedings against policyhold- 
ers, insurance companies are also liable 
to the bankruptcy trustee if the pay- 
ments are made after the trustee has 
taken possession of the greater portion 
of the bankrupt’s property. 

It has been the practice of the com- 
panies to pay loan and cash surrender 
values to policyholders and death pro- 
ceeds to their beneficiaries immediate- 
ly upon demand. Continuance of this 
practice, Sen. Kilgore said, is in the 
public interest since those entitled to 
such payments are frequently in im- 
mediate need. They have come to rely 
on their rights under insurance con- 


tracts for this purpose and should not 
(CONTINUED ON PAGE 27) 








Late News Bulletins... 








L. H. Pink, Former N. Y. Superintendent, Dies 

NEW YORK—Louis H. Pink, 72, New York insurance superintendent from 
1935 to 1943, died of a heart attack at his home here. He was president of the 
New York City Blue Cross from 1943 to 1950 and chairman for the next three 
years. He had also served as president of the United Housing Foundation of 
New York and chairman of the New York state board of housing and the 
Citizens Conference on International Economic Union. 


Federal Employes Group Tops $9 Billion 
WASHINGTON—Coverage in the federal employes group life insurance 
plan now stands at more than $9 billion, according to Warren B. Irons, civil 
service commission administrator of the group program. The original figure, 
announced at the time the plan went into effect last year, was $6,738,000,000, 
based on what was considered a reasonable estimate of the number of employes 
who would want the coverage. However, as it turned out, 94% wanted the 
insurance. Mr. Irons said the federal employes group A&H program is being 
held back pending congressional action on federal employes pay legislation, 
and as a result, he predicted, there is “not a chance” that A&H legislation will 


be enacted at this session of Congress. 


D. D. Cody, E. C. Jones 2nd V-P’s of N. Y. Life 


NEW YORK—New York Life has promoted Donald D. Cody to 2nd vice- 
president and group actuary and Erwin C. Jones to 2nd vice-president in charge 
of group sales. Mr. Cody, formerly with Equitable Society, joined New York 
iLife as group actuary in 1951 and has been in charge of actuarial, underwriting 
and contract operations since New York Life started its group department. He 
is a fellow of the Society of Actuaries. Mr. Jones, who was previously with 
Connecticut General Life, joined New York Life as regional group manager 
at Chicago and has been assistant vice-president in charge of group sales since 
March, 1954. He has been in group insurance since 1942 and before that was 


in newspaper work and selling. 
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‘Needs More Study’ 
Is Strategy of Foes 
of Variable Annuity 


Hearing on N. J. Bills Stirs 
Lively Debate; State Agents 
Association Asks Delay 


By ROBERT B. MITCHELL 

“More time for study” is the way 
that opponents of the variable annuity 
are trying to head off Prudential’s 
legislative proposal to permit New 
Jersey life companies to write these 
contracts. 

This strategy was apparent in just 
about all the “anti” viewpoints ex- 
pressed during the 3-hour hearing last 
Friday before the New Jersey as- 
sembly’s business affairs committee. 
No matter what the speaker’s asserted 
reasons, the tag line usually was, 
“please go slow,” or “these bills need 
more time for study.” 

Main protagonist for the three bills 
was President Carrol M. Shanks of 
Prudential. His stand was supported 
by various Prudential field men, one 
of them a member of the assembly. 


Chief opposition came from the New 
Jersey Life Underwriters Assn. Its 
spokesmen contended that in the 
months since Prudential had come out 
with its bills there hadn’t been enough 
time to form an opinion on the variable 
annuity and pending further study 
the association would like to have the 
legislature defer action. 

Not surprisingly, there was also op- 
position from spokesmen for the Na- 
tional Assn. of Investment Companies, 
which is the mutual funds’ organiza- 
tion; the National Assn. of Securities 
Dealers, and the Investment Bankers 
Assn. of America. 

More unexpected was the testimony 
of a banker that he didn’t want vari- 
able annuities made legal because they 
would be so good that there wouldn’t 
be much demand for intervivos or 
testamentary trusts. 

Mr. Shanks emphasized that the de- 
mand for variable annuities is already 
here; that there are ample safeguards 
to take care of all the objections that 
have been raised; moreover, if amend- 
ments should be needed, there will be 
“all the opportunities in the world” to 
make them. 

Assemblyman Metzger asked Mr. 
Shanks about a report that the “under- 
writers” are working on and which 
would be ready within a year. Mr. 
Shanks replied that such a_ study 
“would be going on for God knows 
how long” and that “the only way to 
get anywhere is for some company to 
go ahead.” 

“This is a demand which is here 
now,” he declared. 

To set at rest criticisms branding the 
variable annuity as nothing but a de- 
vice for investing in common siocks, 
Mr. Shanks explained how the variable 
annuity works. Instead of being guar- 

(CONTINUED ON PAGE 22) 
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Final MDRT List Puts‘55 — Canadian Officers 


Membership at Record 155 


NEW YORK—The final count of 
qualifiers for the 1955 Million Dollar 
Round Table shows a total of 1557. 
This is a new record and is a substan- 
tial increase over last year’s 1492 total, 
despite the fact that qualifiers for this 
year’s table could count only $250,000 
of term insurance toward their million 
as against $500,000 in recent previous 
years. 

Three categories of qualifiers showed 
increases this year while two—the 
qualifying first time and qualifying- 
repeating categories—showed decreas- 
es. Here is the comparison, the first 
figure being for 1955, and the second 
for 1954: Life and qualifying, repeat-, 
ing, 541 vs. 503; life, 326 vs. 268; life 
and qualifying, first time, 150 vs. 115; 
qualifying and repeating, 247 vs. 259; 
qualifying, first time, 293 vs. 347. 

The fifth and final list of qualifiers, 
released this week by George B. 
Byrnes, general agent here for New 
England Mutual, MDRT chairman, 
includes 258 members whose applica- 
tions have been approved since March 
31. 

The MDRT annual meeting, to be 
held June 27-30 at the Greenbrier, 
White Sulphur Springs, W. Va., will 
be open only to qualified members and 
guests invited by the MDRT executive 
committee. There is a long-standing 
and rigidly enforced traditional rule, 
punishable by expulsion from member- 
ship, against bringing wives or other 
family members. To avert any possible 
confusion, Chairman Byrnes has re- 
peatedly warned the membership on 
this point. 

Following is the fifth and final list: 


LIFE & QUALIFYING (Repeating) 

R. S. Albritton, Provident Mutual, Los Ange- 
les; E. L. Allison, Northwestern Mutual, Tul- 
sa; B. C. Anderson, Jr., Northwestern Mutual, 
Philadelphia; J. Barovich, Western Life, Miles 
City; W. E. N. Bell, Manufacturers Life, Tor- 
onto; H. R. Brewster, New England Mutual, 
Providence; O. E. Carlin, Independent, Colum- 
bus; W. G. Carver, Southwestern Life, San 
Antonio; W. T. Cline, Continental Assur., Chi- 
cago; D. H. Coakley, New York Life, Boston; 
R. H. Collins, U. S. Life, Milwaukee; S. H. 
Crawford, Manufacturers Life, Toronto; C. A. 
Cummins, Equitable, Chicago; R. W. 
Druckenmiller, Provident Mutual, Allentown; 
H. W. DuBois, Minnesota Mutual, Dallas. 

R. E. Denman, Pacific Mutual, Cincinnati; 
H. C. Edwards, Equitable, N. Y., Chicago; R. A. 
Elder, Equitable, Iowa, Williamsport, Pa.; F. 
M. Engle, Northwestern Mutual, Isa; S. W. 
Fields, Equitable, N. Y., Philadelphia; H. R. 
Grobe, Great Southern Life, Houston; G. H. 
Gruendel, New England Mutual, Chicago; J. 
M. Hamill, Equitable, N. Y., San Francisco; T. 
D. Harvey, New England Mutual, Dallas; J. O. 
Hawkins, New York Life, St. Louis; W. A. 
Hayes, Independent, St. uis; H. W. Hays, 
Massachusetts Mutual, Rochester, N. Y.; Sam- 
uel Heifetz, Mutual, N. Y., Chicago; S. S. 
Herwitz, Mutual, N. Y., Cincinnati; J. A. Hill, 
Aetna Life, Toledo. 

I. A. Kelly, ITI, New England Mutual, New 
York City; H. C. Kenyon, Home Life N. Y., 
Lake City, Mich.; R. H. Kohl, Northwestern 
Mutual, Pittsburgh; W. T. Larsen, Mutual Ben- 
efit, N. J.. Newark; D. E. Leith, New England 
Mutual, New York City; Isaac Loskove, State 
Mutual Assur., Memphis; F. A. McMaster, Ohio 
National, Los Angeles; C. J. Manion, Equitable 
N. Y., Detroit; M. D. Mason, Bankers Life 
Nebr., New York City; M. M. Matson, Mutual 
Benefit N. J., Cleveland; R. T. Maurey, Mutu- 
al, N. Y., Bradford, Pa.; R. J. Moraff, Inde- 
pendent, Paterson; L. Mordecai, Northwestern 
Mutual, Boston; P. T. Morioka, Manufactur- 
ers Life, Honolulu; C. W. Murray, Great South- 
bag Life, Huntsville, Tex. 


St. Lou- 
is; R. J. Portnoy, Crown Life, St. uis; C. 
Quinn, Connecticut General, Boston; A. D. 
Reed, Northwestern Mutual, Nashville; C. R. 


Robb, Northwestern Mutual, Chicago; D. S. 
Robinson, Canada Life Assur., New York City; 
Paul Rosenbaum, Sun Life Assur., Philadel- 
phia; L. I. Rothschild, Northwestern Mutual, 
Beverly Hills, Calif.; S. Salomon, Jr., wn 
Life, St. Louis; G. S. Severance, Ohio Nation- 
al, Chicago; Donald Shepherd, John Hancock 
Mutual, Boston. 

L. E. Simon, Massachusetts Mutual, New York 
City; A. A. Simpler, Jr., Northwestern Mutual, 
Wilmington, Del.; L. K. Sims, New York Life, 
Los Angeles; J. W. Stephens, Jr., Massachu- 


setts Mutual, Savannah, Ga.; L. G. Thebaud, 
Massachusetts Mutual, Buffalo; G. M. Venable, 
Northwestern Mutual, Columbus, Ga.; L. J. 
Weiner, Canada Life Assur., Newark; C. A. 
Williams, Connecticut General, Los Angeles; R. 
T. Wright, Provident Mutual, Lawrence, Kans. 


LIFE 

S. M. Abramowitz, Lincoln National, Balti- 
more; E. W. Albachten, Pacific Mutual, De- 
troit; Chester Ashford, Pacific Mutual, McFar- 
land, Calif.; E. H. Bachschmid, Jefferson 
Standard, Washington, , eos 
Northwestern Mutual, Toledo; M. P. Behr, 
(Mrs.), Equitable, N. Y., Chicago; H. W. Bey- 
er, Independent, Allentown; S. A. Borchardt, 
Northwestern Mutual, New York City; T. R. 
Bouck, John Hancock Mutual, Akron; W. L. 
Brooks, Jefferson Standard, Charlotte; P. F. 
Broughton, New England Mutual, New York 
City; Edward Choate, New England Mutual, 
Los Angeles; D. C. Clarke, Independent, New 
York City; J. J. Coburn, Massachusetts Mu- 
tual, Detroit; W. G. Condon, Occidental Life, 
Calif., Boston. 

J. B. Crowley, Mutual Benefit, N. J., Chi- 
cago; R. . Darby, Massachusetts Mutual, 
Baltimore; C. H. Earl, American Equitable 
Assur., Little Rock; W. T. Earls, Mutual Ben- 
efit, N. J., Cincinnati; H. D. Farber, Security 
Mutual, Buffalo; Bernard Feinberg, Aetna 
Life, Newark; F. W. Felkel, Bankers Life, Fla., 
Anderson, S. C.; Edward Felsenthal, New Eng- 
land Mutual, Memphis; E. W. Fenzau, Mutual 
Benefit, N. J., Chicago; W. B. Ferrell, Home 
Life, N. Y., Richmond; L. J. Fink, Connecticut 
Mutual, New York City, D. J. Finlayson, 
Standard Life Assur., Toronto; W. L. Fowler, 
Lincoln National, Norfolk; W .E. Fox, Union 
Central Life, Chicago; F. H. rman, Conn- 
ecticut General, Reading, Pa. 

Al Gaumer, Calif-Western States, Red Bluff, 

Calif.; R. H. Goodwin, Northern Life, Seattle; 
H. V. Haas, Northwestern Mutual, Cleveland; 
I. A. Hagenbuch, New England Mutual, Los 
Angeles; Max Hemmendinger, Mutual Bene- 
fit, N. J., Newark; E. S. Hewitt, Independent, 
Libertyville, Ill.; N. R. Hill, Northwestern Mu- 
tual, Seattle; E. C. Hoelscher, Northwestern 
Mutual, Chicago; J. F. Holmes, Northwestern 
Mutual, Indianapolis; W. J. Hopwood, Great- 
West Life Assur., Winnipeg; Albert Hopkins, 
Penn Mutual, New York City; L. L. Howard, 
Fidelity Mutual, Boston; H. K. L. Hurrelbrinck, 
Jr., Northwestern Mutual, Baltimore; F. M. Ir- 
win, London Life Ins., Toronto; D. Y. Ishii, 
Prudential Ins., Kapaa, Kauai, Hawaii. 
R. W. Jackson, Massachusetts Mutual, Detroit; 
W. B. Jadden, New England Mutual, Los An- 
geles; W. E. Johnson, Jr., Mutual Benefit, N. 
J., Nashua, N. H.: T. A. Johnstone, lumbian 
National, Kansas City, Mo.; I. S. Kibrick, New 
York Life, Boston; E. M. Klein, Northwestern 
Mutual, Cleveland; L. P. Kraus, New York 
Life, Baltimore; V. J. Krehbiel, Aetna Life, 
Los Angeles; Robert Kruh, Guardian Life, 
Newark; K. W. Lee, Occidental Life, Calif., 
Honolulu; L. E. Liss, Independent, Philadel- 
phia; H. N. Lyon, Fidelity Mutual Life, Oak- 
land; J. D. A. McDonald, Excelsior Life, Tor- 
onto; W. W. McGill, Prudential Ins., San An- 
tonio; W. F. McMartin, Northwestern Mutual, 
New York City. 

L. E. Madden, Kansas City Life, Milwaukee; 
J. L. Marion, Franklin Life, Mariette, Ga.; G. 
W. Merritt, Mutual Life, N. Y., San Jose, 
Calif.; H. J. Meyer, Jefferson Standard, El 
Paso; Herbert Minn, Travelers Ins., Honolulu; 
G. E. Morrison, Northwestern Mutual, Indian- 
apolis; W. H. Mountcastle, John Hancock Mu- 
tual, Honolulu; J. E. Nelson, Calif-Western 
States, Los Angeles; H. K. Nickell, Connecti- 
cut General, Chicago; M. B. Norman, Jeffer- 
son Standard, Portland; F. R. Olsen, North- 
western Mutual, Minneapolis; H. C. Orth, Penn 
Mutual, New York City; Bruce Parker, Calif. 
Western States, San Antonio; L. P. Pelletier, 
Mutual Life Assur., Can., Quebec; W. T. Pleas- 
ants, John Hancock Mutual, Pekin, Il. 

W. L. Pool, Lincoln National, Norfolk; C. S. 
Price, Equitable, N. Y., San Antonio; M. R. 
Polland, Security Mutual, Milwaukee; G. Y. 
Ragsdale, Union Central Life, Raleigh; J. F. 
Ramsey, Connecticut Mutual, Chicago; Sidney 
Rice, Fidelity Mutual, Indianapolis; J. R. Rout- 
song, New York Life, Los Angeles; Allen Rut- 
ledge, Jr., Minnesota Mutual, Washington, D. 

-; H. K. Schuetter, Northwestern Mutual, 
Appleton, Wis., C. M. Sherman, Connecticut 
Mutual, Toledo; L. P. Small, United Life & 
Acc., Worcester; Samuel Soforenko, New York 
Life, Providence; R. H. Stedman, Jr., Connect- 
icut Mutual, Charlotte; L. R. Stein, Home Life, 
Newark; A. D .Stewart, London Life Ins., Ot- 


tawa. 

A. I. Stix, Jr., Mutual Benefit, N. J. ,St. 
Louis; Bruce Sweet, Berkshire Life, Buffalo; 
L. W. Uebele, Northwestern Mutual, Chicago; 
H. Van Every, Bankers Life, Iowa, Minneapo- 
lis; R. G. Wall, Union Central Life, San Fran- 
cisco; C. T. Waller, American National, Law- 
W. N. Watson, Mutual Benefit, 
N. J., West Palm Beach; L. E. 
York Life, San Francisaco; 
London Life Ins., Montreal; H. E. 
baecher, Penn Mutual, St. Louis, W. S. Zieg- 
ler, Ohio National, Joliet, Tl. 

LIFE & QUALIFYING (First Time) 

R. A. Files, Northwestern Mutual, Cleve- 
land; C. P. Hochstadter, Pacific Mutual, Cin- 
cinnati; W. J. Hodes, Northwestern Mutual, 
Cleveland; D. M. Phipps, New England Mutual, 
Cleveland; J. L. Price, New England Mutual, 


Dallas. 
QUALIFYING (Repeating) 

I. R. Aaronson, Metropoli Life, New York 
City; Cecil Alexander, Equitable, N. Y., Chi- 
cago; L. Albert Alleson, Manufa 
Durban, Natal, So. Africa; W. B. Arnold, 


Northwestern Mutual, Williamsport, 


7 Group Elects Gill 


to Succeed Matthews 


E. C. Gill was elected president of 
Canadian Life Insurance Officers Assn. 
at its annual meet- 
ing in Montebello. 
Mr. Gill, who is 
president of Cana- 
da Life, succeeds 
A. Bruce Mat- 
thews, president of 
Excelsior Life. 

F. W. Hill, vice- 
president and 
managing director 
of Crown Life, 
was named Ist 
vice-president; A. 
M. Campbell, vice- 
president and actuary Sun Life of Can- 
ada, 2nd vice-president, and Robert H. 
Reid, executive vice-president and 
managing director London Life, hon- 
orary treasurer. 

A. Gordon Nairn, Prudential, was 
elected chairman of the agency officers 
section, and J. P. Ferguson, London 
Life, chairman of the advertisers sec- 
tion. 

Canada has too great a contribution 
to make internationally to be saddled 
with “unnecessary but politically at- 
tractive forms of welfare,” Mr. Mat- 
thews said in his report. He observed 
the whole matter of government health 
insurance can be expected to a rise 
with increasing force and regularity. 
Political parties appear to have the in- 
itiative, “and they are under a pres- 
sure which is increasing by the hour. 
Suggested legislation in some provinces 
regarding A&H coverages “falls very 
definitely” in the category of welfare 
state proposals, the speaker said. 

Such moves, Mr. Matthews com- 
mented, leads business to wonder 
“whose welfare is being protected.” 
He said the government should be 
urged to direct its efforts to subsidize 
A&H insurance in Canada _ toward 
those persons who are uninsurable, 
who are aged, who are indigent. 





E. C. GILL 


MacKinnon Pru 
Executive Group Head 


‘ Allan D. MacKinnon, sales manager 


in charge of Prudential’s eastern re-' 


gional group operations, has been pro- 
moted to executive director of group 
insurance. 

He joined the actuarial department 
in 1922 and served in group offices in 
Pittsburgh, Chicago and New York 
City. 


Lawson Buys Major Stock 


Share of National, Canada 


The majority of shares of capital 
stock of National Life of Canada has 
been purchased by Harold R. Lawson, 
vice-president and managing director. 
Robert Fennell, president since 1952, 
will continue in that capacity and Mr. 
Lawson will retain his present title. No 
board changes are contemplated. 

The company’s insurance in force is 
nearly $200 million. 

Mr. Lawson, a fellow of Society of 
Actuaries, started in insurance with 
Crown Life in 1926. He later was with 
Massachusetts Protective and Paul 
Revere Life as vice-president and ac- 
tuary, and went with National Life in 
1952. 


Joseph Orshan, New York City, has 
been elected 1955-56 president of Equi- 
table Society’s Unit Managers Assn. 


Skutt Predicts 
$155 Million Year 
for Mutual Benefit 


V. J. Skutt, president of Mutua] 
Benefit H. & A., predicted a Premium 
income in excess of $155 million fo 
1955, shattering all previous sal 
records. 

Mr. Skutt made the prediction at, 
meeting of the general agents of My. 
tual of Omaha at French Lick, Ing 
this week. He based the statement on 
premium income during the first 4% 
months of 1955. 

Total in benefits paid to policy. 
holders by Mutual of Omaha now ex. 
ceeds $635 million and benefit pay. 
ments during 1955 are averaging mor 
than $1,400,000 per week, it was point. 
ed out at the meeting. Figures pub. 
lished in the 1954 edition of an author. 
itative insurance publication were re. 
viewed. They show that for the period 
1949 to 1953 Mutual Benefit provide 
15.7% more in benefits paid, claim 
service and claim reserves than the 
combined average of all other compa. 
nies writing $5 million or more ip 
earned annual premium on individual 
A&H protection. 


“Our career-trained representatives 
play a vital role in our overall pro- 
gram,” Mr. Skutt said, in stressing the 
importance of service and integrity in 
making coverage clear to policyhold- 
ers. This was demonstrated, Mr. Skutt 
said, when last year the company paid 
more than 600,000 claims which aver- 
age more than 2,000 policyholders each 
day—with less than one fortieth of one 
percent (1/40 of 1%) of the claims re- 
sulting in any misunderstanding lead- 
ing to litigation. 

Results of a recent survey of its 
policyholders by Mutual of Omaha 
were discussed at the meeting. This 
survey showed that recommendations 
by satisfied policyholders is a most 
important factor in the progress of 
the company and in making Mutual 
Benefit the largest exclusive A&H 
company in the world. 


Pan-American Appoints 
Clarke Vice-President 


Pan-American Life has promoted 
John W. Clarke to 
vice-president. He 
continues in 
charge of the at 
tuarial department 
and the consolidat- 
ed accounting sys 
tem. 

Mr. Clarke, 
Pan - Americt 
since March, I 
formerly was % 
associate acutaty 
of Travelers. Heis 
a fellow of Society 
of Actuaries and Casualty Actuarial 
Society and is a member of the Con- 
necticut bar. 


Governor May Block Cut 
in Conn. Insurers’ Tax 





J. W. CLARKE 
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HARTFORD—Even if the legislatut | the new , 
passes the proposed graduated reducti0 |p the mn. 


of the tax on Connecticut compan 
investment income, Gov. Ribicoff has 
indicated he will veto the bill unless he 


Rock of 
British g 


is convinced that the tax reduction is{typt cor 


warranted. The present tax places Coll- 
necticut companies at a disadvantage 
compared with out-of-state insurers. 
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NEW YORK — Albert Hirst, counsel 
for the New York State Assn. of Life 
Underwriters and widely know as an 
insurance lawyer, has embarked on a 
crusade to get the life insurance busi- 
ness interested in taking positive and 
aggressive action against the forces of 
inflation. 

Mr. Hirst fired his opening gun dur- 
ing his recent talk before the Mid- 
Town Managers Assn. of New York 
City, where it got an enthusiastic re- 
ception. He pulled no punches in blam- 
ing labor-union leadership for the 
bulk of what he referred to as artificial 
inflationary pressures. 

“The idea that you can benefit cer- 
tain groups in this counry by destroy- 
ing or impairing the value of money is 
not new,” he said. “It was involved in 
President Jackson’s fight against the 
Bank of the United States. It reap- 
peared after the Civil War. We saw it 
in William Jennings Bryan’s ‘cross of 
gold’ campaign for free silver. 

“Today it is pressed, for what to me 
seems to be purely selfish reasons, by 
that small but powerful group that is 
fond of calling itself ‘organized labor’, 
or ‘labor’, but which might be better 
described as the trade union bureauc- 
racy. They and their political allies 
destroyed one-half of the value of our 
dollar. If we do not stop their drive 
they will destroy the rest of it. 

“If you, the life underwriters of this 
country, do not sally forth to defend 
the dollar, you cannot defend life in- 
surance. If you do not defend the 
dollar you desert your clients. Life in- 
surance does not perform its function 
if, after promising 100-cent dollars, it 
pays, to the aged, to the annuitants, to 
the widows, to the orphans nickel or 
penny dollars. How you should organ- 
ize if you decide to act is something 
you know far better than I do. If you 
should want my participation I shall 
be glad to volunteer my services.” 

Mr. Hirst rejected the obvious idea 
of entering politics on the Republican 
side as a course “loaded with dangers 
and pitfalls for the institution of life 
insurance.” 

“What I think we must do,” he said, 
“is to follow the more strenuous course, 





Microfilm copies of 67 leading news- 
papers were placed in a “time vault” at 
aceremony marking formal opening of 
Prudential’s new regional home office 
in Jacksonville, Fla. President Carrol 
M. Shanks (right) and Charles W. 
Campbell, vice-president in charge of 
the new office, are shown inserting one 
of the microfilms. A large chip of the 





Rock of Gibraltar, presented by the 
British government, sealed the lobby 


uction isj‘typt containing the vault. The vault 


ces Cal- 
dvantage 
surers. 


vill be opened in 2035, the end of Pru- 
ential’s second 80 years. 


Albert Hirst Exhorts Life Insurance 
Men to Battle Promotions of Inflation 


the only sure road to success — to 
appeal to the great majority. Nobody, 
in the long run, wins by inflation, ex- 
cept the trade union bureaucracy which 
thrives on class conflict, on strikes, on 
what look like wage increases but 
which actually are, because of infla- 
tion, nothing but snares and delusions. 

“Business, large, medium, and small, 
the wide middle classes, the white col- 
lar people, the government employes, 
the bondholders, the savers, the an- 
nuitants, and the buyers of annuities 
and — mind you — the great mass of 
labor, whether organized or not, lose 
by inflation. 

“Once the 99-odd percent of our 
people know the enemy, they will de- 
feat it—regardless of who runs the ad- 
ministration in Washington.” 

Using the analogy of crystals form- 
ing on a piece of string hung in a salt 
solution, Mr. Hirst said, “It is my idea 
that we should be the humble string on 
which the anti-inflation forces may 
crystallize.” 

e e e 

“If you enter the fray, as I call upon 
you to do, with courage and determina- 
tion, with a sense of mission, dedicated 
to high purpose, you will also call to 
your aid what Fortune magazine re- 
cently called ‘the largest pool of private 
capital in the world,’ ” he continued. 
“Demand that your companies act. The 
precedent is there for all to see. In 
1945 life companies formed Life In- 
surance Medical Research Fund. That 
fund finances 48 research programs 
and 38 fellowships. All of these are 
dedicated to work on the problems of 
diseases of the heart and the arteries. 

“Let the companies establish a fund 
for research on the diseases of money 
and of the monetary system. Let them 
publish objective studies. Let them 
educate the public. Let the Institute of 
Life Insurance wage a campaign for 
the dollar, for life insurance, for the 
country, and against inflation. 

“Let us wage that battle, not for any 
selfish advantage but for the institu- 
tion that we serve, for the America 
that we love.” 


Cosmopolitan Offering 


Filed with SEC May 13 


Allen & Co., New York City, heading 
an underwriting group which will mar- 
ket the bulk of 162,080 outstanding 
shares of Cosmopolitan Life of Mem- 
phis, has filed with SEC a registration 
statement giving $32.50 as maximum 
price per unit. This price, however, was 
given only for calculating the registra- 
tion fee and is not binding. 

Actual price of the proposed offering, 
probably to be determined at the last 
minute, may be more or less than the 
$32.50 figure. The SEC filing was made 
May 13, and the offering is expected to 
be ready 20 days from that date. It is 
not planned to split the stock, which 
has a $5 par value. 

Cosmopolitan ranks 268th in life in- 
sance in force. Last Dec. 31, it had 
$59,613,066, of which $57,828,077 was 
industrial. 





Jordan Warns Against 


Derogatory Literature 


Insurance Superintendent Jordan of 
District of Columbia has warned all 
state insurance departments about a 
“social security investment pool” 
which has been sending out literature 
listing alleged advantages of term in- 
surance. It says a large part of life 
premiums are wasted, attempts to sell 


the investment, and claims a member’s 
beneficiary collected $41,958,644 from 
term policies rather than the $10,000 
which would have been collected if the 
insured had not converted his life pol- 
icies. 

Superintendent Jordan said a check 
of the Washington address, although 
the senders have been mailing the lit- 
erature from Dallas, revealed no “So- 
cial Security Society” in the building. 
Samples of the literature, reported in 
Illinois, Nebaska, New York and Mis- 
souri, have been turned over to SEC 
for appropriate action. 


Miller Appointed W. Va. 


Deputy Commissioner 


Louie Miller Jr. of Charleston has 
been appointed deputy commissioner 
in West Virginia. He has been director 
of the inheritance tax division of the 
state tax department. The assumption 
of his new position is pending reorgani- 
zation of the department after July 1 
and in the interim Mr. Miller will 
serve in a general advisory capacity, 
and in addition will assume the duties 
of James B. Smith who has been life 
and A&H deputy since 1952. Mr. Smith 
has gone with the Stout agency of 
Clarksburg representing Mutual Bene- 
fit H. & A. and United Benefit Life. 

Mr. Miller was formerly with Equit- 
able Society. He is a law graduate of 
the University of Chicago. 








Elect McCown President 


Gordon McCown, general agent for 
Mutual Benefit H. & A. and United 
Benefit Life at Manchester, N. H., was 
elected president of the companies’ 
Eastern General Agents Assn. at its 
annual meeting in Greensboro, N. C. 

. J. Skutt, president of Mutual 
Benefit, and N. Murray Longworth, 
United Benefit president, were princi- 
pal speakers. 
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Deny FTC Jurisdiction 
in Replies to Charges 


Combined of America, Chicago, and 
Educators Mutual, Lancaster, Pa., in 
their answers to federal trade commis- 
sion charges that they falsely adver- 
tised policy benefits, have denied FTC 
jurisdiction in the case and have de- 
nied that their advertising was false 
and misleading. 

Combined of America contended the 
allegedly illegal practices are regulated 
by Illinois laws and have been ex- 
amined by the state’s insurance direc- 
tor. 

Combined maintains the complaint 
is not in the public interest. In 1953 
and 1954, only 10,259 policies of the 
types listed in the complaint were is- 
sued, which is 14/100 of 1% of the 
toal policies written by the company 
during these years. Of the 10,259, only 
193 were sold through the mail, and of 
these, only four were new policies 
sold in states where the company is not 
licensed. The volume of sales, regard- 
ing which there could have been an 
unfair or deceptive act or practice in 
interstate commerce, is so small that 
it does not appear that an FTC pro- 
ceeding would be to the interest of the 
public as required by the FTC act, the 
company said. 

Educators Mutual said the facts in 
the complaint do not show the FTC has 
jurisdiction and that the company’s 
business is regulated by state law to 
the extent of the practices alleged to 
violate the FTC act. 

FTC Hearing Examiner Laughlin 
was scheduled to conduct hearings this 
week in Chicago on complaints against 
LaSalle Casualty and Guarantee Trust 
of Hammond, Ind. 
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REPUBLIC NATIONAL LIFE 


INSURANCE COMPANY 


Theo. P. Beasley, President 


life insurance in force exceeds 


$735,000,000.00 


PLUS: One of the most advanced agents 
training programs in the nation .. . 
Supervised offices . . . Trained Group 
men to assist agents . . . An alert 
Underwriting and home office staff... 
Top commissions. 


Home Office, Dallas 
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Southern Life, Ga., To Fete S.S.Huebner = Syjhss. Be joined Reliance Life in 1951 Agents’ Committee of 


Marks Milestones 


Southern Life of Georgia was host 
to more than 500 guests at a celebra- 
tion marking the opening of its ex- 
panded home ofifce, the company’s 
20th anniversary and the passing at the 
end of 1954 of $100 million cf insur- 
ance in force. 

Situated on a plot which fronts 175 
feet of Atlanta’s famous Peachtree 
street, the home office property ex- 
tends back 740 feet, providing ample 
parking space. Landscaped grounds 
complement the old southern home 
which for many years was the home 
office and is now supplemented by a 
27,000 square foot annex. 

Guests were conducted on a tour 
throught the addition which features 
a variety of modern features, including 
kitchen facilities. 

The old southern home forms the 
front of the building. It was erected 
just after the turn of the century 
and is considered an Atlanta landmark. 
Its beauty has been preserved through 
care in decorating and furnishing. This 
section is devoted principally to execu- 
tive offices and agency activities. 





Harold Allen Goes With 


Jefferson National Life 


Harold Allen, formerly vice-presi- 
dent and director 
of sales for Fidel- 
ity Life of Illinois, 
has been appointed 
director of sales 
promotion for Jef- 
ferson National 
Life. 

Mr. Allen, who 
had been with Fi- 
delity since 1930, 
resigned recently. 
He has been active 
in Life Advertisers 
Assn. affairs. 


Conn. General Sells Douglas A&H 


Connecticut General Life has under- 
written a comprehensive health plan 
for 75,000 mployes on Douglas Air- 
craft Co. If benefits under the sched- 
uled plan are exhausted or not used be- 
cause hospitalization and surgery were 
not required, major medical will pay 
80% of further expenses up to a $5,000 
maximum after a $100 deductible. 





Harold Allen 





at Wis. Agents Rally 


Highlight of the annual meeting and 
sales congress of Wisconsin Assn. of 
Life Underwriters, to be held at Mil- 
waukee May 26—27, will be a CLU 
hour Friday honoring S. S. Huebner, 
president emeritus of the American 
College. Mr. Huebner, a native of Wis- 
consin, will talk on “Education—a 
Great Ally of the Agent.” 

Speakers at the sales congress May 
27 will include Lester O. Schriver, 
managing director of NALU; C. S. 
Ohsner, independent producer at Co- 
lumbus, O.; and three Milwaukeeans, 
William H. Pryor, Connecticut Mutual; 
William H. Froehlick, Occidental of 
California, and Dale B. Potts, Wiscon- 
sin Casualty Assn. A playlet written 
by William Bishop also will be pre- 
sented. 

The state association’s business 
meeting will be held Thursday morning 
and in the afternoon the group will 
attend the Milwaukee Braves-Cincin- 
nati Red Legs baseball game. 

Wisconsin General Agents & Man- 
agers Assn. will meet that evening and 
hear a talk by Hastings A. Smith, New 
England general agent at Indianapolis. 





Ruhrdanz New President 
of Chicago Claim Assn. 


Chicago Claim Assn. at its annual 
meeting elected Edward Ruhrdanz, Re- 
tail Credit Co., as president. He suc- 
ceeds J. C. Stange, Travelers. 

Other officers are Howard Westphal, 
Continental Assurance, vice-president; 
Ralph Martin, Independent L. & A., 
secretary, and Everett Moburg, United, 
treasurer. Charles Strezo, Sterling, 
and Thomas Leahy, Prudential, were 
named to the executive committee. 





Lincoln National Makes 


Reinsurance Appointments 


Lincoln National Life has made sev- 
eral changes in its reinsurance depart- 
ment. V. C. d’Unger has been appointed 
reinsurance secretary and assigned staff 
duties in connection with service to 
clients. In addition, he will continue 
to manage reinsurance operations 
throughout Latin America. He joined 
the company in 1930. 

J. G. Ritter, assistant secretary, has 
been transferred from Pittsburgh to the 
home office where he will have charge 
of personnel and coordinate service ac- 


company was merged with Lincoln Na- 
tional in 1953. 

Henry Budecki has been named as 
superintendent of the reinsurance de- 
partment and assigned broader respon- 
sibilities. He has been in reinsurance 
activities of the company for 25 years. 

L. D. Forbes and D. A. Thomas are 
special reinsurance representatives. Mr. 
Forbes, an associate of Society of Ac- 
tuaries, was transferred from the ac- 
tuarial department to the reinsurance 
department last fall. Mr. Thomas re- 
cently was transferred from the under- 
writing department where he had 
served 13 years. 

D. R. Mahlan, C. L. Thiele and G. I. 
Sills are reinsurance assistants. Miss 
Vera A. Koenig has been named retro- 
cession supervisor. L. S. McNett, C. O. 
Tuttle Jr., and Miss Mildred Bueter 
have been named reinsurance section 
heads. J. H. Schultz is reinsurance cor- 
respondent. 


Central Ill. CLUs Elect, 


Hold Seminar on Taxes 


Central Illinois CLU chapter has 
named Morris Fuller of State Farm, 
Bloomington, as president. Other of- 
ficers elected were Robert W. Leu, Mas- 
sachusetts Mutual, Peoria, 1st vice- 
president; Kenneth L. Keil, Penn Mu- 
tual Life, Springfield, 2nd vice-presi- 
dent; Harry Fagin, Mutual Trust Life, 
Decatur, secretary-treasurer. 

The meeting, held at Peoria, also in- 
cluded a seminar sponsored by the 
CLU’s on “the latest tax and other de- 
velopments as related to business in- 
surance.” Dr. Edwin H. White, director 
of advanced underwriting division of 
Insurance R. & R., conducted the sem- 
inar. The sessions included discussions 
of the 1954 revenue code as it applies 
to close corporations, partnerships and 
sole proprietors. 


Matson Enters Two States 


Matson Assurance Co. of California, 
organized last January with capital of 
$4 million to write group life and group 
A&H, has entered Oregon and Washing- 
ton. Eventually the company expects 
- = throughout the 11 western 
states. 





Equitable Names 7 Unit Managers 

Equitable Society has appointed as 
new unit managers Floyd K. Diefen- 
dorf, New York City, Dale V. Gant, 
Escanaba, Mich., Arlington G. Jack- 
son, Salisbury, Md., Herman Lloyd Mi- 
chael, Charleston, S. C., Robert B. 
Oliver, Monroe, La., E. Frank Peters, 
Harrisburg, Pa., and Billy Reynolds 
Van Vieck, San Diego. 








Home Office Entrance 


SOUTHERN LIFE 
IS GROWING— 


Insurance in force 
Jan.1,1954 $70,399,143.00 


April 1, 1955 $112,311,318 





Jan. 1, 1955 $103,210,587.00 


ENLARGED FACILITIES 


for serving our Agents, Policyholders and 
the Public. Now over 40,000 square feet. 
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ATLANTA 


New Addition 


SOUTHERN LIFE INSURANCE COMPANY OF GEORGIA 








NALU Stimulating 


Local Units’ Interest 


NEW YORK—The National Assn, of 
Life Underwriters committee of agents 
has just released its midyear report 
in which it recommends that the com. 
mittee keep an interested eye on the 
functioning of other committees, ag 
as liaison between the agency force 
and the NALU board, and promote the 
formation of committees of agents ip 
state associations, which in turn woul 
develop similar committees or councils 
of agents in local associations. 

William H. Pryor, Connecticut Mutu. 
al, Milwaukee, is chairman of the com. 
mittee and Roy D. Simon, Penn Mutual, 
Chicago, is chairman of the subcom. 
mittee that made the recommendations 
for the development of agent repre. 
sentation and participation at the state 
and local levels. 


The report points out that NALY 
is primarily the guardian of the fielj 
man’s welfare and that the agents 
committee can serve best by maintain. 
ing this basic concept. The committe 
believes it has two major functions: 
(1) the committee should undertake ty 
observe the functioning of the other 
committees and agencies of NALU ty 
make sure that the field man’s interest 
is always kept paramount, and hence 
the agents’ committee should be repre- 
sented on all committees it is interest- 
ed in, and should feel free to invite the 
chairman of any committee, any officer 
or any staff member to meet with it 
for a clearer understanding of any 
problems that may arise; and (2) the 
committee of agents should be prepared 
to bring to the trustees and officers 
its interpretation of what the field 
forces want and what should be done 
about it. Moreover, the committee 
should be at all times so conversant 
with NALU operations that it can, 
when desirable, properly enlighten 
“the great body of field agents of this 
association regarding these actions and 
practices.” 

The subcommittee recommends that 
each state association create a com- 
mittee of agents; that the president or 
secretary of each state association be 
asked to make a report to the NALU 
agents committee on its actions in 
setting up committees; and that a spe- 
cial section of the 1955 leadership 
training materials be prepared on 
agent activity and that this program be 
emphasized at the leadership training 
schools and at the meetings of NALU. 





New England Actuaries’ 
Clubs Set Boston Meet 


The seventh joint meeting of the 
Actuaries’ Clubs of New England is be- 
ing held at the Harvard Club, Boston, 
May 20. Walter Klem of Equitable So- 
ciety, of Actuaries, is the after dinner 
speaker. 


Berkshire Reopens Agency 

Berkshire Life reopened its Brooklyn 
agency at 26 Court 
street on May 
15. Henry Mar- 
shall, who former- 
ly headed the 2 
gency returned as 
general agent. 

Mr. Marshall, 
with the company 
seven years, has 
been vice-pres! 
dent of the Wolf- 
son agency in New 
York City since 
January, 1953. He 
is a CLU. 





Henry Marshall 
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of two assistants, a life actuary in his 84th mented that he would hesitate to rec- that the company has reached the bil- 
Hunt Says Federal year and 10 other employes.” Com- omend catalogues as a substitute for lion mark. 
pared to the job it has to do, he said, the insurance agency system. Mr. Ellis, Dr. Edward G. Simmons, 
the department is “woefully small.” executive vice-president, and the late 
t P lans Usur p State Though fifteenth in premium taxes a 7 Dr. Marion Souchon and Eugene C. 
Assn. of Pe R ~ collected, bison sad insurance = Pan-American Hits rare Reon sin oe ar 
of agen R h | partment expenditures are among the “11: which has its home office in New Or- 
r reall 1g ts, egu ations ; lowest in the country, and only two 3 Billion Mark leans, in 1912. 
the com.| OKLAHOMA CITY—Besides facing states pay their commissioner a small- ~ pan-American Life’s ordinary and 
© on the | federal regulations and loss of pre- oer salary. group in force now total $755,078,349. Pru Names Argeros at Portland 
tees, act | mium taxes, agency laws and licensing Turning to another topic, Mr. Hunt President Crawford H. Ellis paid trib- Michael J. Argeros has been ap- 
'y forces | power, Commissioner Joe B. Hunt told stated he is 100% for the American ute to the home office staff and agents Pointed manager of Prudential’s Port- 
mote the | a meeting here the business already is aency system, adding that “it is the in 54 U. S. cities for reaching the 1294, Me. district office. He joined 
gents i, | confronted with federal plans that ans : the company in 1949, and was ad- 
in gee : only system that renders superb serv- three-quarter billion mark. He said he yanced to staff manager at Pawtucket 
'n woulj | encroach upon states’ rights and ignore jce'to the insuring public.” He com- awaits the day when he may announce R. I, in 1951. : 
councils J state supervision. 
. Addressing Oklahoma Assn. of In- 
ut Muty. | surance Agents, Mr. Hunt said federal 
the com. civilian employes under their group 
1 Mutual, J plan are insured in an amount equal 
subcom.| to their basic annual salaries, and “the 
ndations{ tax payers help pay for this plan” as 
it repre.| the government contributes one-half 
the state} as much as the employes. 
Excluding farm help, Mr. Hunt said 
22.2% of Oklahoma wage earners are 
t NALU federal employes. An Oklahoma com- 
the fielg | Pany participating in the plan has in 
- agents | force 6,460 certificates totalling $25,- 
raintain. | 842,000 of insurance. Last year, after 
smmittee deductions for claims and expenses, he 
unctions: said the company made a net gain of 
ortake ty | only $757. , 
he othr} “2 have been advised that there are 
TALU ty | 2° agents’ commissions paid on this 
: interes | huge amount of business and that the 
1d hence companies that participate do so per- 
e repre- centagewise regardless of in what 
interest. | states the federal employes are domi- 
nvite the | ciled and regardless of whether the in- : 
y officer — — a4 licensed in bs says Mrs. Robert Jeszewski 
ss, | particular state. en you consider i ‘ : 
bp this with social security and govern- of Minneapolis, Minnesota 
| (2) the | ment insurance carried by former and 
prepared present insurance men, it makes you 
officers wonder what is going to happen to the 
he field — companies and their **Selling insurance is no bed of roses, but the returns we’ve had 
bee es judieting the sowing have 1 than compensated for the ups and downs. 
1 insurance regulation In fact, I’m happy my husband chose the insurance business. 
nversant | threat of federa gu ’ H ined Son Te Gps eye 
it can,| Mr. Hunt recalled that Senator Langer pied aamsy age ~~ hana that gives me a thoroughly secure 
nlighten | and his investigating committee are _— bree ~enigd ; ; ; ; 
's of this} questioning “whether or not public law Luckily, Bob didn’t need capital to start out in this business, 
ions and | 15 should be repealed,” Secretary Hob- so we’ve had a much greater chance to make a go of it than in some 
by is “desirous of putting government other profession. 
nds that | in the A&H business,” and Rep. Vinson “T give a lot of credit for Bob’s success to his downright persis- 
a com-| (D, Ga.) has been quoted as saying he tence. If it hadn’t been for that, he might still be punching a time 
sident or] expects Congress to be asked to set clock. Bob was discharged from the Army in 1945, and he held four 
ation be] up a voluntary health insurance pro- different jobs in three years. He wanted to sell, and when he was 
e NALU| gram for dependents of service men. offered a sales job in 1949 with the Arizona branch of the company 
tions in] Mr. Hunt wondered how Oklahoma he worked for, he was tempted to take it—even though he didn’t 
at a spe-] insurance men can tell their Congress- like to leave Minneapolis. 
adership| men that the state is regulating insur- “And that’s when a Minnesota Mutual agent paid us a lucky 
1red on} ance as provided for under public law visit. Bob was so impressed with his sales presentation that he called 
gram be} 15, “when the commissioner has only up the company and asked for a job! You know the rest of the story— 
training Bob’s been selling Minnesota Mutual insurance ever since. 
f NALU. “Believe me, this business does have a good return on its invest- 
: ment of hard work. It’s enabled Bob to give me many luxuries I 
1S might not otherwise have—treasured articles like my silverware, 
china, golf clubs—all earned on sales bonus plans. 
- of the “All in all, I believe Bob has chosen the field of business where 
die he has the best chance to build his own success and to find the most 
Boston, enjoyment doing just that.” 
able So- 2 
r dinner e, This letter, written by tne 
e Now only 32, Robert V. Jeszewski joined Minnesota Mutual in 1949 with wie tee tennarate MNISe! 
a no previous experience. His career scarcely begun, he has already set a sone mam:.15 pUBLsnee 
jency < true leader’s pace. He consistently ranks highly among candidates for the mere asco. deserve’ 
srookin vie = Arc Dozen” "saa of top company salesmen and in the recognition of the enduring 
26 Cou . 4 ub” for producing over $50,000 of new business each month. His contribution she and her 
n May] Frankland F. Stafford (center) of insurance in force currently exceeds $1,869,800, and membership in the husband are making toward 
fee “ord York baie i ig ge Rigg ““App-A-Week Club” 125 consecutive weeks. He has also qualified for the:continuing growth ond 
the t a ee oe piven RessresBe the National Quality Award for good insurance service. progress-ob (his Comoohy 
nee 4S! scroll in recognition of his achievement 
srshall from George P. Smith, left, agency 
sompaly oo, and og B. — director 
ars, has agencies. e presentation was 
SS UEUE ct = comoans tonional tauining THE MINNESOTA MUTUAL LIFE 
e Wolf-} conference at Albany. This is the sec- INSURANCE COMPANY 
yin NeW} ond consecutive year and the third 
‘ insurance, has earned the 
honor, Over 1 Billion Dollars of Insurance in Force 
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Ohio Life Agents 
Elect J. E. Stewart 


Ohio Assn. of Life Underwriters at 
its annual meeting in Springfield 
elected Jack E. Stewart, Phoenix Mu- 
tual Life, Cleveland, as president. 

The new vice-presidents are John E. 
James, Equitable Society, Youngstown; 
F. L. Ritchie, Northwestern Mutual, 
Wapakjoneta; Robert D. Smith, Mas- 
sachusetts Mutual, Dayton; Gilbert C. 
Templeton, Metropolitan, Toledo, and 
Jack E. Bell, John Hancock Mutual, 
Akron. Homer Trantham continues as 
secretary. 

Toledo was selected as the site for 
the 1956 convention. Formation of new 
associations, Bellefontaine and Miami 
Valley at Pickaway, was reported. 





Tells Doctors A & H Main 


Socialized Medicine Block 


If U. S. doctors are to avoid social- 
ized medicine they must reexamine the 
entire health insurance setup, accord- 
ing to George U. Wood, vice-president 
of Peralta hospital, Oakland, Cal. 

Addressing a meeting of Western 
Hospital Assn., Mr. Wood said only 


private health insurance programs 
which are adequate to withstand a ma- 
jor depression will prevent national 
health schemes. He visualized nation- 
alization as occurring as soon as large 
numers of persons ‘need medical care 
and cannot afford to buy it. If employ- 
ment becomes widespread, any gov- 
ernment, Republican or Democrat, will 
be forced to step in and fill the need in 
its own way and on its own terms.” He 
added there is a “crying need for rezl- 
istic coverage”. 

Mortimer J. Adler, founder of San 
Francisco Institute for Philosophical 
Research, stated hospitals should guard 
against using business methods as their 
only yardstick, stressing they are 
staffed by professional people whose 
purpose is not “merely to make money 
but to perform work worth doing for 
themselves and for society.” 

Dr. C. G. Salsbury, commissioner of 
Arizona department of health, criti- 
cized hospital administrators who per- 
mit critical patients to be held up in 
the lobby pending a cash deposit or the 
signing of papers by relatives. 


Horman Talks at Wis. A&H Meet 

S. L. Horman, executive vice-presi- 
dent of Time, Milwaukee, and chair- 
man of the legislative committee of 
Wisconsin A&H Assn., spoke at the 
spring meeting of Northwest Wisconsin 
A&H Assn. at Eau Claire. 
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“Why can’t I wear it? I graduated from the Home Office School 
with flying colors!” 


Bankerslifemen Never Stop Studying 


Bankers/ifemen never feel that they have achieved “graduation” from 
study of their business even though they are graduates of our fine home 
office schools. They never stop studying . . . never stop learning .. . 


in the interest of better service to their clientele. 


Training that starts in their earliest days in their agency offices goes on 
through the years in a series of home office schools. These provide fine 
training in themselves, so that a less dedicated type of life underwriter 
might feel that he had really “graduated” when he completed those 


The very evident desire to be the best informed life insurance man 
possible helps to make the typical Bankers/ifeman the kind of life 


underwriter you like to know as a friend, fellow worker or competitor. 
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Stresses Right Mental 
Attitude at Cincinnati 


The right mental attitude is the basic 
requirement for the successful sales- 
man in accident and health insurance, 
Jay DeYoung of Jay DeYoung As- 
sociates, Chicago, and controller of In- 
ternational Assn. of A&H Underwrit- 
ers, told the Cincinnati association at 
its May meeting. 

Tied in with the right mental atti- 
tude is prospecting, he declared. It is 
the easiest thing in the world to figure 
out why a man is not a prospect, but 
the salesman must have a creative 
mind, must think things out, and must 
watch the trend. He said that “in the 
final analysis, if our mental attitude 
is not right, we are in the wrong busi- 
ness.” 

The mental attitude should be a 
positive one, too, he explained, because 
a positive attitude will bring a posi- 
tive response toward getting agree- 
ment. “I cannot over-emphasize the 
value of the positive approach to 
everything you do or say.” 

He spoke strongly of the advantages 
of being a member of the International 
association, and cited that the one ob- 
jective and primary goal is to “stimu- 
late production in such manner that 
the public will never question the eth- 
ics of our business.” 

Mr. DeYoung was introduced by 
William R. Dignan of W. R. Dignan 
Associates, Cincinnati. Mr. Dignan al- 
so reported on proposed dangerous 
state legislation which was shelved in- 
definitely a few days earlier, and 
against which concerted efforts of in- 
urance interests registered strong op- 
position. One of the provisions of the 
bill would have made accident and 
sickness policies, other than accident- 
only contracts, non-cancellable after 
the second anniversary. 





Drop Renewal Guarantee 
from Ohio A & H Measure 


COLUMBUS—tThe Ohio house in- 
surance committee has recommended 
H. B. 881, dealing with A&H. As 
amended, according to Insurance Fed- 
eration of Ohio, it contains provisions 
of H. B. 880, in modified form, except 
the provision requiring all A&H poli- 
cies to be guaranteed renewable. 

It is said to be the feeling of industry 
spokesmen that companies and agents 


_can get along with the bill as amended. 


It was thought advisable to take the 
bill in modified form rather than run 
the risk of having to take a bill with 
much more rigid provisions. 

Definitions set forth in the original 
bill need not be included in a policy if 
the policy contains the company’s own 
definition of “total disability,” ‘“con- 
finement at home,” and “accidental 
death.” 

Also included is a provision giving 
the superintendent broader powers 
with reference to advertising and giv- 
ing him the right to cancel license for 
violations. The requirement that solici- 
tors must deliver a copy of the policy 
to persons solicited was striken out, 
as was a provision requiring applica- 
tion to contain a statement that the ap- 
plicant had examined the policy and 
all its terms. E 





P. J. Noud in New Post 


Patrick J. Noud, former district 
manager for Guarantee Mutual Life 
in Eugene, Ore., has been named gen- 
eral agent there for Occidental Life 
of California. Mr. Noud joined his 
former company in 1945. He is state 
chairman of the business practices 
committee of the Oregon State Life 
Underwriters Assn. and chairman of 
the ethics committee of the Eugene 
association. 


ae 


Sees Further Reduction 
in Rate of Declinations 


Further reduction in the life insy,. 
ance declination rate, already at , 
very low level, is probable for the 
years ahead, George S. Haushalter 
assistant underwriting secretary 
Home Life, said in a panel discussign 
at the annual seminar in New Yor 
City of Society of Life Office Manage. 
ment Assn. Graduates. 

Further medical discoveries, jp. 
proved surgical techniques, broad 
Statistical studies of extra-risk expe. 
rience and development of more ex. 
perienced underwriting staffs may ep. 
able companies to reduce still furthe 
the number of declinations and th 
number and amount of extra premiums 
Mr. Haushalter said. Everyone jp. 
volved in underwriting extra-risk cas. 
es should understand that requests fo 
additional information are not mak 
to find a basis for more unfavorabk 
action, but are designed to clear y 
some doubtful point so that favorabk 
action can be taken. In recent years 
several types of risks previously con. 
sidered uninsurable have been accept. 
ed, including diabetics, persons with 
serious heart disorders or with his. 
tories of malignant conditions, he said, 

Herman V. Staehle Jr., of Metropol- 
itan Life’s field management and field 
training division said a _ survey of 
5,500 agents who have passed all five 
CLU examinations indicated 82% had 
increased their income while studying, 
while only 1.5% reported their in- 
comes suffered while learning. CLU 
and LUTC studies improved their pro- 
duction. The median ordinary produc- 
tion of the CLU was found to be $400, 
000, while 11% produced over $1 mil- 
lion. He suggested a self-education pro- 
gram that included these steps: Set- 
ting the goal; evaluating oneself; de- 
ciding on a self-development program; 
and working the program through toa 
successful conclusion. 

H. P. Annen, a cashier of New York 
Life, said the most recent change in 
branch office operations was comple- 
tion of the changeover from a clear- 
ing house system in larger cities to the 
handling of all renewals in individual 
branch offices. The company’s expe- 
rience with both systems _ indicated 
this was preferable. 

John A. Solomon, registrar of Union 
Casualty & Life, outlined plans, records 
and procedures for the range of activ- 
ities in an ordinary department. 





Easton Office Wins 


Colonial Life Cup 


Colonial Life’s Easton, Pa., office has 
won the president’s cup, top production 
award for combination agencies, in di- 
vision B. President Richard B. Evans 
presented the cup to Manager Stuart 
Painter at a dinner. Leading individual 
producers were Robert Angelo, George 
Rasely and Frank Smith. 





Best April for American Mutual 


For the second straight month Amer- 
ican Mutual Life of Iowa regis 
records in both submitted and paid-for 
business. April production was the 
largest ever for that month and was up 
60% over April of 1953. Paid produc- 
tion for the first four months is 34.6% 
ahead of that for the same 1954 period. 

For the remainder of May the com- 
pany is conducting its annual agents 
training schools at the home office. 





Record First Quarter 


National Life of Vermont has !eé- 
ported record first quarters sales {0 
taling $48,787,141, an increase of 16 


over the same period in 1954. 
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Soe Fort Payne, Alabama 
February 7, 1955 


vith his. a 
heen Dear President Becker: 


fetropol- Eleven years ago today, I signed my contract with The Franklin. I 
ten field reflect with pride that I was the first agency representative contracted 
ae fs, by State Manager Chamberlin in the State of Alabama. 

82% had I submit herewith my record for these eleven years: 

studying FEBRUARY 7, 1944 TO FEBRUARY 7, 1955 


heir in- 
National Rating Number 
ng. CLU Each Year of Sales Volume 


god 1944 4th Place 254 $ 465,000.00 
be 90h,  “aeletlla lie 8th Place 279 516,500.00 
$1 mil TR RET: 8th Place 329 813,000.00 
tion pro- LOC] errr 4th Place 377 862,500.00 
os: oo se 14th Place 378 720,000.00 
self; de- See ork, iST PLACE 401 1,367,750.00 
rogram; 7 ea: 4th Place 319 1,125,500.00 
ugh toa TR R RE IES 22nd Place 265 877,500.00 
Pe. | aati beldit 2nd Place 310 1,278,500.00 
vad a MRR basa 20th Place 316 1,051,375.00 

° Saath: senate 11th Place 302 1,111,500.00 


bgp: 1955 .......... to February 7th 31 125,750.00 


es to the ‘cecal 
dividual Total Sales 3,561 Total Volume $10,314,875.00 


’S expe Total Working Days 3,432 

ndicated I wish to thank you for your inspirational 
guidance through these years. To know that 
the man who leads our great Company under- 
stands a salesman’s problems, has been a 
never-ending source of encouragement to me 
in the field. 


Over a sale a day 
por Il year... 





HERMAN WATSON 








»f Union 
, records 
of activ- 
nt. 


Sincerely yours, 
Herman Watson 
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CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 
vas the Over One Billion Eight Hundred Million Dollars of Insurance in Force 
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McHANEY THEORY 


Counsel Can Get 
Home Office People 
to Ask ‘Why?’ 


The role of company counsel in get- 
ting home office people to ask them- 
selves “why?” instead of taking pro- 
cedures for granted; the counsel’s du- 
ty to offer opinions without waiting to 
be asked; the trend toward regarding 
life insurance policies as negotiable in- 
struments; the unavoidable complex- 
ity of a revenue code if it is also to be 
equitable and comprehensive; and the 
need for cooperation among insurance 
commissioners were among the topics 
discussed at the annual meeting of the 
Assn. of Life Insurance Counsel at 
White Sulphur Springs, W. Va. 

The election of officers was report- 
ed in last week’s issue. 

President Powell B. McHaney of 
General American Life said it is.often 
difficult to get home office people to 
ask themselves why they are doing 
some operation in a certain particular 
way or ask themselves whether the op- 
eration can be eliminated or modified 
in a way to save time and effort. He 
said that he also has found that men 
who have “just grown up” in the life 
insurance business without any partic- 
ular training find it difficult to define 
in writing or orally the scope of au- 
thority and responsibility of men and 
women under them. They find it equal- 
ly difficult, he said, to outline the steps 
that should be taken in handling the 
matters for which they are responsible. 

“A lawyer’s training separates him 
from the crowd in these respects,” said 
Mr. McHaney. “The first thing that a 
lawyer learns in law school is to as- 
certain why a given result. By the very 
nature of his profession he must define 
things clearly. A lawyer’s training fits 
him well for this type of planning, pro- 
vided he understands that in a large 
operation a procedure or method 
should not be set up solely for the pur- 
pose of eliminating all legal hazards. 

Deane C. Davis, president of Nation- 
al Life of Vermont, was unable to be 
present because of injuries suffered in 
a riding accident. His paper was read 
by Dwight Brooke, vice-president-gen- 
eral counsel of Bankers Life of Iowa. 
Mr. Davis said the home office coun- 
sel does not have merely a passive 
role, sitting in an ivory tower and giv- 
ing legal advice whenever called up- 
on, “blissfully unconcerned about what 
goes on throughout the organization,” 
but his is an active aggressive func- 
tion which must manifest itself even 
when nobody asks his opinion. 

“He must know what goes on and 
take the initiative to correct proced- 
ures and methods when they need cor- 
rection,” said Mr. Davis. “He has to 
look for these things or he will not 
know. He will never know them all 
even if he does look.” 

Charles W. Kappes Jr., Mutual Ben- 
efit Life, gave a paper on whether life 
insurance policies are negotiable in- 
struments. He said that the weight of 
opinion is all against their being con- 
sidered negotiable instruments. The 
courts on many occasions, he said, have 
expressly held that such contracts con- 
stitute “non-negotiable choses in ac- 
tion.” 

However, Mr. Kappes said, “there is 
a movement in the direction of greater 
freedom and flexibility in the use of 
life insurance for all purposes and with 
a definite end in sight. That end is the 
point where life insurance policies 
themselves together with the certifi- 
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Shown at LIAMA’s three-day com- 
bination companies conference at Vir- 
ginia Beach, Va., are (left to right): 
Charles J. Zimmerman, managing di- 
rector of LIAMA; Eldon Stevenson Jr., 
president of National Life & Accident, 
who delivered the keynote address; 
and David F. S. Johnson, vice-presi- 
dent of Interstate Life & Accident, re- 
tiring chairman of LIAMA’s combina- 
tion companies committee. 


LIAMA Agency Officers 
Elect Johnson Chairman 


Raymond C. Johnson, vice-president 
in charge of agency administration of 
New York Life, was elected chairman 
of the agency officers round table of 
LIAMA at a meeting of chief agency 
officers of larger member companies at 
Hot Springs, Va. He succeeds James H. 
Cowles, vice-president and manager of 
agencies of Provident Mutual Life. 

Raymond H. Belknap, vice-president 
of Continental Assurance, Sayre Mac- 
Leod, vice-president of Prudential, and 
H. I. Weir, assistant general manager 
and superintendent of London Life, 
were elected to the committee for three- 
year terms. 








cates issued under settlement options 
will find themselves carried along like 
stock certificates and negotiable bonds 
and perhaps even to the same extent 
as checks and promissory notes on the 
full tide of free flowing commerce.” 

Walter Freyburger, tax counsel of 
New York Life, said the 1954 revenue 
code did a fairly complete job in over- 
hauling the tax laws relating to life 
insurance, endowment and annuity 
contracts. He said there is very little 
simplicity in the new code but “we are 
dealing with complicated subjects and 
it may be necessary to sacrifice sim- 
plicity for equity and completeness of 
treatment.” 

James B. Hallett, Travelers, speak- 
ing on extraterritorial powers, said 
that while the need for increased re- 
spect of the charter powers granted 
by other states has remained as com- 
pelling as before, each state seems to 
have more freedom for “legal disre- 
spect.” 

“In the face of what has been called 
‘balkanization’ on the part of the states, 
coupled with an apparently permissible 
spurning of the other state’s statutes 
and the charter powers it grants its do- 
mestic companies, some feel that it 
will be difficult for state regulation 
to retain respect, or even survive,” he 
said. 

Mr. Hallett mentioned the spirit of 
cooperation that prevails in the Na- 
tional Assn. of Insurance Commission- 
ers and said that it has had its influ- 
ence in competing state legislatures 
and that “it seems logical to assume 
that only through a strengthening, not 
a progressive deterioration of that spir- 
it, can a proper middle course be pre- 
served in meeting the constitutional 
problems of extraterritoriality as they 
exist in 1955.” 

President Carrol M. Shanks of Pru- 
dential spoke on the importance of 
home office counsel in company lead- 
ership. 


INVESTIGATOR SAYS: 


Telling What to 
See a Lawyer About 


Is Practicing Law 

NEW YORK—Looking over a client’s 
will or buy-and-sell agreement and ad- 
vising him on what points he should 
consult his attorney constitutes unlaw- 
ful practice of the law, the chairman 
of a subcommittee of the New York 
County Lawyers Assn. has informally 
indicated to Solomon Huber, general 
agent of Mutual Benefit Life in New 
York City. 

The Huber agency operates on a 
thorough-going estate planning basis 
and advice to clients on what they 
should take up with their lawyers is 
an essential phase of it. If the sub- 
committee chairman’s viewpoint is up- 
held by the full committee on unlaw- 
ful practice of the law and in the 
courts Mr. Huber says he will with- 
draw from the life insurance business. 

The subcommittee, headed by Mor- 
timer Brenner, spent about two hours 
at the Huber agency, going over all 
the forms used in estate planning, tak- 
ing along some 20 or 30 items as ex- 
hibits and recording the investigation 
stenographically. 

Mr. Brenner indicated that there 
would be no objection to reviewing 
wills, buy-and-sell agreements and 
other documents, provided nothing was 
said to the client. It would be all right 
to give the recommendations to the 
client’s lawyer and let him recommend 
what should be done, including what 
insurance to buy. This has such ob- 
vious drawbacks from an insurance 
viewpoint that Mr. Huber considers it 
entirely impractical. 

Mr. Huber placed at the committee’s 
disposal everything having a bearing 
on the agency’s method of operating. 
He emphasized that the entire investi- 
gation was conducted in a pleasant 
and friendly atmosphere. 

News of the investigation has stirred 
considerable interest, in view of the 
number of life insurance men who do 
business on the estate planning basis. 








Connecticut Mutual Names 
Lahey G. A. at Oakland 


Connecticut Mutual Life has ap- 
pointed Joseph E. Lahey general agent 
at Oakland, Calif., 
effective May 16, 
to succeed James 
L. Taylor, who is 
retiring from 

manage- 
to devote 
full time to sales 
as associate gen- 
eral agent. 

Mr. Lahey, who 
was an agent of 
Lafayette Life aft- 
er the second war, 
has also served as 
brokerage super- 
visor and later as- 
sistant general agent of the Ramsey 
agency of Connecticut Mutual Life in 
Chicago. He is a past president of 
Chicago life agency supervisors. 

Mr. Taylor, general agent since 1934, 
previously was an agent and super- 
visor in Arkansas and San Francisco. 
He is a CLU and a past president of 
Oakland Life Underwriters Assn. 


Michigan A&H Men Hear Mathews 


Roy G. Mathews, East Lansing, 
Mich., state manager for Federal Life 
& Casualty, addressed Central Michi- 
gan A&H Underwriters Assn. on the 
importance of adequate disability cov- 
er. Mr. Mathews is president of Mich- 
igan State Life Underwriters Assn. 





Joseph E. Lahey 
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Nathan Adams, left, honorary chair. 
man of First National Bank in Dallas, 
shown accepting a $5,000 check from 
John W. Carpenter, chairman of South. 
land Life, on the anniversary date 
nearest his 85th birthday of his South- 
land policy. 


Frank K. Briggs Named 
2nd V-P of Equitable 


Equitable Society has appointed 
Frank H. Briggs 2nd vice-president in 
charge of Gateway Center, the com. 
pany’s 23-acre multiple office building 
development in Pittsburgh. 

Mr. Briggs became a manager of 
Equitable Society-controlled properties 
in 1953 when he served at the Hotel 
Shamrock, Houston, Texas, under the 
direction of Warner H. Mendel, vice- 
president and counsel for investments, 
who managed the hotel and other prop- 
erties for the company. He has been 
vice-president and general manager of 
the Hotel Shamrock, and previously 
managed other hotels. 











Georgia National Life 


Being Formed in Atlanta 


Georgia National Life Insurance Co, 
is being organized in Atlanta and be- 
ginning operations with $100,000 cap- 
ital and a similar amount in surplus 

Georgia National Investment Co., the 
founding organization, will engage in 
mortgage loan and related financing 
after the new life company is formed. 
Charles F. Sanborn, former Atlanta 
insurance man who recently handled 
securities for several Texas insurance 
companies, will serve as chairman. 

George H. McWhirter, who has been 
general agent of National Life of Ver- 
mont in Atlanta since 1945, is president 
and treasurer of the life company and 
president of the investment company. 
He is a member of the Million Dollar 
Round Table and is a CLU. Executive 
vice-president will be James D. Fluk- 
er, Atlanta, also of National Life of 
Vermont and a MDRT member. 

Jennings Watkings, George Clyde 
Brooks and Talmadge Dickson, all of 
Atlanta, are vice-presidents, and M. 
W. Paul, Atlanta, is secretary. 


Fill CLU Institute 


The 60 available seats for the CLU 
institute at University of Wisconsin In 
August have been filled. Theme of the 
institute will be lifetime and testamen- 
tary planning under the 1954 revenue 
code. Paul A. Norton, vice-president 
of New York Life is chairman of the 
board. 


New York Managers Outing June! 

New York City Life Managers Assi 
will hold its annual outing and golf 
tournament June 7 at the Plandome 
Golf club. An old fashioned beefst 
and beer dinner will be served in 4 
“gay ’90s” atmosphere. Arnold Siegel 
Union Mutual Life, is general chall- 
man. 
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MDRT Members Will 
learn What They Look 
like to Themselves 


What does a million dollar producer 
yok like to himself? He’ll find out at 
the annual meet- 
ing of the Million 
Dollar Round Ta- 
ble next month. A 
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major feature of 
the gathering will 
be another of the 
dramatic presenta- 
tions that have 
made their author- 
director, Laflin C. 
Jones, of North- 
western Mutual 
Life, famous 
throughout the 
business. 

It’s no easy job to present a char- 
acter SO convincing that each member 
of the audience will unconsciously feel, 
“That’s me!”? But if anyone can do it, 
those who’ve seen Mr. Jones’s work 
would agree he’s the one. 

Mr. Jones, who is Northwestern’s di- 
rector of insurance services and plan- 
ning, has to his credit such frequent- 
ly presented life insurance plays as 
The Ordeal of Richard Roe and Star- 
dust. His dramatized case study at last 
year’s Million Dollar Round Table 
meeting created a far-reaching impres- 
sion for its originality of concept and 
professional degree of perfection. 

Chairman George B. Byrnes of the 
MDRT isn’t disclosing the details of the 
presentation that Mr. Jones is engin- 
eering this year, as it will depend to 
some extent for its effect on the ele- 
ment of surprise. However, Mr. Byrnes 
has seen the script and says this year’s 
production will be right up to the high 
standard that Mr. Jones has set in his 
earlier dramatizations. 

The presentation will be on the sec- 
ond day of the meeting, which will 
take place June 27-30 at the Green- 
on hotel, White Sulphur Springs, 

. Va. 

Another second-day feature will be 
the talk of Surrogate Dutcher of Ber- 
gen county, New Jersey. He will take 
his audience behind the scenes to see 








Laflin C. Jones 





Advocates Reserve Bank 


Control of Loan Terms 


Thomas E. Lovejoy Jr., president of 
Manhattan Life, advocated federal re- 
serve bank supervision and control of 
the term of FHA and VA loans, amount 
of cash down and interest rate as a 
means of removing the loans’ terms 
from politics and pressure groups. 

He said his company saw nothing 
wrong in long term loans, if the terms 
are not beyond a conservatively esti- 
mated life of the residence. A 30-year 
term has never been bothersome, since 
it does not exceed the estimated life of 
the security. 

Mr. Lovejoy was one of three who 
addressed the Greater New York chap- 
ter of Society of Residential Apprais- 
ers. Joseph Malzo, vice-president of 
Union Labor Life, was moderator. 


Pensions Book Published 


Dr. Dan M. McGill, associate profes- 
sor of insurance at Wharton school and 
Tesearch director of Pension Research 
Council, has published a book, Funda- 
mentals of Private Pensions. It is de- 
Signed to serve as a basic text for stu- 
dents, trainees and others seeking to 





understand the private pension mech- 


ism and to provide a framework of 
principles for the more specialized stu- 
lies to be undertaken by the council. 





“What Happens When a Man Dies’— 
his topic for discussion. 

That morning there will be the tra- 
ditional Million Dollar Round Table 
breakfast. Speakers will be Chairman 
Byrnes, who is a New York City gen- 
eral agent of New England Mutual 
Life; President O. Kelley Anderson of 
New England Mutual, whose company 
is presenting a gift to each MDRT 
member; and Robert L. Walker, man- 
ager of Peninsular Life at Orlando, 
Fla., who will bring greetings as presi- 
dent of the National Assn. of Life Un- 
derwriters. 


Western Life Managers 
Pasadena Conference Set 


LOS ANGELES—The program has 
been completed for the Western area 
1955 life management conference to be 
held May 26, at the Huntington-Shera- 
ton hotel, Pasadena, with Robert L. 
Woods, Massachusetts Mutual Life, 
presiding as chairman. “Be Alive in 
1955”, the theme of the session, will be 
discussed under four “opportunity” 
headings. 

Speakers and panelists will be 
Thomas Craig, Aetna Life; John W. 
Yates, Massachusetts Mutual; Bruce 
Bare, New England Mutual; Edward B. 
Bates, Connecticut Mutual; Tony Whan, 
vice-president, Pacific outdoor Adver- 
tising, and National Sales Executives, 
Inc.; Thomas G. Murrell, Mutual Bene- 
fit Life; Howard E. Nevonen, Wash- 
ington National Life; Ray E. Havert, 
John Hancock; G. Sydney Barton, Penn 
Mutual Life; and Walter G. Gastil, 
Connecticut General. All are Los An- 
geles general agents with the exception 
of Mr. Whan. 


Van Schaick Chairman of 
Security Mutual, N. Y. 


George S. Van Schaick, New York 
insurance superintendent from 1931 to 
1935, has been 
elected chairman 
of Security Mutual 
Life. He has been 
a director since 
1949. 

Mr. Van Schaick, 
who practices law 
in New York City 
and Rochester, is 
an officer of num- 
erous organiza- 
tions. He was vice- 
president of New 
York Life in 
charge of its real 
estate and mort- 
gage loan department for 12 years. 


C. R. Henderson Joins 
N. Y. Firm as Consultant 


Curtis R. Henderson has resigned as 
a director and president of Equity Ben- 
efit Plans, Inc., and now is with John- 
son & Higgins, New York City, as a 
full-time consultant on employe bene- 
fit plans. : 

The office of Equity Benefit Plans 
has been moved from Summit, N. J., 
to Penllyn, Pa. John B. St. John of 
Penllyn is the new president. Mr. Hen- 
derson, a lawyer, participated in the 
company’s formation in 1953. Since 
then, the organization played a part in 
setting up employe benefit plans in 
several companies. Mr. St. John, a 
consultant actuary, has been connected 
with the firm, since its inception. 


Has 50% Cash Dividend 


Mammoth of Louisville, which writes 
insurance for Negroes, has announced 
a 50% cash dividend, or $5 a share, 
payable to stock of record May 1, and 
a 50% stock dividend to be paid within 
about 60 days. 

The stock dividend will increase the 
capital from $200,000 to $300,000. Pol- 
icyholders’ reserve has been increased 
by more than a half million dollars 
and during 1954 the company passed 
the $5 million mark in assets. 








G. S. Van Schaick 








NALC Elects Brooks 
President: NALU 
Hit by Poindexter 


Pierce P. Brooks, president of Na- 
tional Bankers Life of Dallas, was 
elected president of National Assn. of 
Life Companies at the first annual con- 
vention in Atlanta. He succeeds Claude 
H. Poindexter, president of Coastal 
States Life of Atlanta. 

Also elected were: Ellis Arnall, 
president of Dixie Life of Newman, 
Ga., chairman; J. R. Cissna, chairman 
of Federal Old Line Life of Seattle, 
first vice-president; Mr. Poindexter, 
chairman of the executive committee; 
Herbert Graves, vice-president of Na- 
tional Old Line of Little Rock, secre- 
tary; and B. L. Carter, president of 
Pioneer Life & Casualty of Gadsden, 
Ala., treasurer. The board will name 
19 state vice-presidents. 

Chosen to the board were R. H. Wal- 
lace, National Life & Casualty of 
Phoenix, Robert Cowling, Mid-Ameri- 
can Life of Houston, Spencer Long- 
shore, Preferred Life of Montgomery, 
Joseph J. Schoen, Associated Life of 
Indianapolis, Vaughn Moore, Security 
National of St. Louis, John Wilkins, 
Citizens National of Indianapolis, W. 
P. White, Professional & Business 
Men’s Life of Denver, Forrest G. Ray, 
Guaranty Income of Baton Rouge, W. 
N. Stannus, First Pyramid of Little 
Rock, Mr. Graves, Mr. Poindexter, Mr. 
Carter, Mr. Arnall, Mr. Cissna and Mr. 
Brooks. 

Mr. Poindexter, who keynoted the 
meeting, said a function of the associa- 
tion “will be the defense of intelligent 
experimentation, of adaptation of the 
industry to changes in our economic 


and social atmosphere.” He said the 
business will expand and must main- 
tain existing services and find new 
avenues of service and growth. Stabili- 
ty of the business must be given rein- 
terpretation with economic change, yet 
contracts must be sound and salable, 
keeping abreast of the times. He urged 
younger companies to sponsor more 
vigorous training programs. 

Mr. Poindexter expressed regret over 
competitive methods of some agents of 
older companies, and said they did not 
represent the policies of their com- 
panies, which were in favor of a system 
of free competition. 

He apparently was referring to Na- 
tional Assn. of Life Underwriters 
efforts against special policies, which 
the association has termed “tontine” 
but which the new association prefers 
to designate as “special policies.” 

R. B. Swinford, first vice-president 
of New York Life, also spoke. 


Mutual of N. Y. Honors 


Gutmann as ‘Man of Year’ 


Harry K. Gutmann, president of 
New York City Life Underwriters 
Assn., was named “man of the year” 
among agents of Mutual Life of New 
York at a conference in Victoria, B. C., 
between officials and agents from the 
U. S. and Canada. 

Jacob W. Shoul, Boston, who origi- 
nated the award idea, presented him 
with a sterling silver cup. Chairman 
Lewis W. Douglas, President Louis W. 
Dawson, Roger Hull, executive vice- 
president, and Stanton G. Hale, vice- 
president for sales, participated. The 
award was based on Mr. Gutmann’s 
work with policyholders, the Kassoff 
agency, and the association. 

Mr. Gutmann, a CLU, joined Mutual 
in 1932. He is a member of the Top 
Club and a life member of Million 
Dollar Round Table. 
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of plans for the welfare and security of 


Fidelity is proud of its life underwriters 
and family counselors and of the great job 


they are doing in the field. 
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LINCOLN B. POLETTO of San Francisco, Cal., says — 


“While the bulk of my business cannot be attributed 
to life insurance programming, but rather to insurance 
for business purposes and estate clearance, I find that 
most_of my sales actually develop from the Estate 
Control Plan approach. It pinpoints all of a prospect’s 
life insurance needs and paves the way for an effective 
and forceful sales presentation pitched directly to the 
individual’s circumstances.” 








fEina Life’s leading producer for 1954, 
| Mr. Poletto is a member of the 1955 Million 

\ as Dollar Round Table. He joined Etna Life 
as in 1952. 





ERNEST BRYDON of Philadelphia, Pa., says — 


“Men rarely buy life insurance on logic. 
However, a logical analysis and solution 
makes a lot of sense to me as well as to my 
prospect in laying the groundwork for clos- 
ing the sale. The Estate Control Plan, elo- 
quent in its simplicity, brings the need for 
personal life insurance into sharp focus, and 
is responsible for the major portion of my 
business.” 


Mr. Brydon is a graduate of Temple Uni- 
versity. He began his insurance career in 
1952 by attending the Home Office School. 
He has been a member of the Company's 
honor production club each year. 


9.) » > www eee a. ee 








y 20, 195 





Se | 


gy 20, 1955 


LIFE INSURANCE EDITION 


ll 














—=$>—$— 


Atna Lifes Estate Control Plan 
is the foundation of career success 





AIMED AT A HIGH-POTENTIAL MARKET. Etna Life’s exclusive Estate Control 
Plan is unexcelled as an entree to the young family market. It also provides 
a strong, continuing bond that ties policyholders to the salesman — retains 
and holds them as they develop into big clients. 


ONE of the first sales systems of its kind — Aétna Life’s 
Estate Control Plan was introduced in 1936. It pioneered 
the principle of sales through service and was immediately 
recognized as a significant contribution to modern insur- 
ance selling techniques. 

Constantly improved through nearly 20 years of experi- 
ence — ECP is today one of the most advanced sales plans 
in existence. Frequently agents report that its use results in 
sales in 1 out of every 3 closing interviews. 

As a result, it has become the real cornerstone for success 
at Aitna Life. 

Through 4 weeks of intensive training at the Home 
Office Basic School, and in the field — new men become 
thoroughly versed in its use — quickly qualified to sell suc- 
cessfully in the immense family programming market. 

Later they add the advanced underwriting skills of Busi- 
ness Insurance — Estate Analysis — and Pension Trusts. But 
through the years, the Estate Control Plan remains their 
basic, bread-and-butter sales tool —the solid foundation that 
has brought great success to so many /Etna Life career 
underwriters. 


it pays to represent the fina Lite 


The Caleuiator 


A COMPLETE KIT. These tested and proved Estate Control Plan selling aids 
give tremendous leverage to a salesman’s skill. Developed and refined through 
almost 20 years of use, they simplify and streamline selling — result in a high 
percentage of successful interviews. 





Aetna Life Backs its Salesmen All the Way 


In addition to the highly successful Estate Control Plan, tna 
Life offers many more advantages, including . . . 





program in two Home Office 
Schools and in the field. 


@ Backing of Home Office 
experts on Group, Pension 
Trust, Salary Budget, and 
other specialized markets. 


@ Outstanding sales plans 
for the three other major 
markets: Business Insurance, 
Estate Analysis, Pension 
Trust. 


@ Complete facilities for 
writing Life, Group, Acci- 
dent and Health. 


@ The prestige of represent- 
ing a company which com- 
mands wide respect and 


@ A comprehensive training acceptance, 
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Insurance Federation 
of Pa. Names Adam 


Insurance Federation of Pennsyl- 
vania has elected Malcolm Adam pres- 
ident Penn Mutual Life as president 
at the annual meeting in Philadelphia. 
Other officers named are: First vice- 
president, Kenneth B. Hatch, president 
Fire Association; vice-presidents, 
Frank D. Buser, Fidelity Mutual Life; 
Samuel J. Carr, resident vice-president 
Standard Accident; William B. Cory, 
president Provident Indemnity Life; 
Stanley Cowman, Mather & Co.; T. A. 
Engstrom, Philadelphia manager Aetna 
Life; H. H. Gilkyson Jr., president 
Chester County Mutual Ins. Co., 
Coatesville; W. M. Guthrie, director 


Pennsylvania State Council of Gen- 
eral Contractors, Harrisburg; E. A. 
Logue, state agent Ins. Co. of Pennsyl- 
vania, Pittsburgh, and J. Maxwell 
Smith, president Keystone Auto Club 
Casualty; treasurer, Samuel J. Carr, 
resident vice-president Standard Ac- 
cident; secretary-manager and general 
counsel, Homer W. Teamer. 

Executive committee chairman is 
John A. Diemand, president North 
America Cos., and vice-chairman is 
Robert Dechert, general counsel Penn 
Mutual Life. Where no city is given 
for the officers, it is Philadelphia. 





Shenandoah Life has brought out a 
life paid-up at 85 policy issued in a- 
mounts of $10,000 and over. 
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Sixty-First Year of 
Dependable Service 


* The State Life Insurance Com- 
pany has paid $194,000,000 to 
Policyowners and Beneficiaries 
since organization September 5, 
1894... .The Company also holds 
over $84,000,000 in Assets for 
their benefit . . . Policies in force 
number 102,000 and Insurance 


in force is approximately $220,- 
The State Life offers 


with liberal contract, and up-to- 
date training and service facilities 
for those qualified. 


* 


THE STATE LIFE 
INSURANCE COMPANY 


Indianapolis, Indiana 
° 
MUTUAL LEGAL RESERVE FOUNDED 1894 


opportunities— 
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LONG TERM BANK LOANS 
ARRANGED ON VESTED 
RENEWAL CONTRACTS 
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‘54 New Business 
Life in Force 


Shown for Ohio 


All figures are for ordinary unless 
designated (G) for group or (I) for 
industrial. New business fignres in- 
clude business revived and increased, 
as well as new business paid for. 


New Business In Force 





















$ $ 
OHIO COMPANIES 
Central Assur. ............ 2,358,881 7,339,490 
G) 78,000 06,000 
(I) 177,895 94,395 
Columbus Mutual .... 22,452,641 187,580,156 
Credit Life ....... 19,878,783 17,057,982 
25,899,675 21,924,876 
Dunbar Life .............. 917,879 2,998,567 
(I) 3,917,437 6,186,213 
Eagles Natl. ou... 109,537 1,419,770 
Farm Bureau Life ... 38,321,413 195,726,739 
(G) 19,354,378 41,800,412 
Globe Assur. .......... 179,000 179,000 
Midland Mutual .......... 16,353,122 157,251,225 
(G) 622,294 1,494,100 
Natl. Masonic ............ 342,855 1,449,755 
Ohio Natl. Life ......... 15,398,074 126,437,853 
) 666,322 060,238 
Ohio State Life ......... 16,047,496 153,666,836 
G) 25,000 2,500,330 
Union Central _........ 17,820,872 176,176,334 
) 11,507,090 40,624,781 
Western & Southern 62,680,725 549,064,838 
(G) 1,335,048 16,384,540 
(I) 64,702,302 605,863,909 
OUT OF STATE COMPANIES 

Acacia Mutual .......... 9,676,295 121,689,128 
Aetna Life ou... 28,794,978 208,724,412 
(G) 415,259,364  1,001,192,872 
Am. Home, D. C.(I) 683,518 1,256,184 
PI. Tas OE A. cesssse (I) 39,169,154 75,720,797 
Am. Natl. ....... a 4,876,612 25,229,787 
Am. Republic .. 1,033 3,033 
Amer. United* 6,062,653 41,933,150 
Atlanta Life 27,685 3,740,221 
2,364,136 8,968,669 
Baltimore Life ccc. cecsssesseeeees 1,388 
CE) vésesscaisetse 378,951 
Bankers L. & C. ........ 12,709,327 31,933,127 
(G) 1,123,000 1,770,000 
Bankers, Ia. ou... 7,773,052 78,895,681 
8,826,342 32,853,120 
Bankers, Neb. 2,880,670 17,317,316 
Bankers Natl. 1,076,414 9,865,254 
Bankers Security assbeshe 125,374 305,647 
(G) 4,262,116 2,537,087 
Beneficial Standard .. 5,000 162,900 
Ben. Assn. Ry. Emp. 367,218 3,736,534 
(G) 1,962,847 12,339,160 
9 age TRO .ccicrsesse 2,089,555 26,240,165 
sasxspakapateceasinioveests 5,421,286 24,296,901 
(G) 1,861,660 2,951,619 
Central Life, Ia. ........ 3,488,027 26,781,340 
Central Standard ........ 4,424,844 27,846,642 
(ID 7,402,304 21,216,654 
College Life ................ 2,233,113 10,502,213 
Columbian Natl. Life 3,588,435 9,521,512 
(G) 1,884,500 3,316,500 
Commonwealth L.&A. 194,498 687,917 

(G) 17,500 44,01 
(I 15,580,041 10,729,201 
Commonwealth, Ky. 11,157,363 64,340,656 
(G) 3,547 653,547 
I) 7,910,696 21,804,058 
Conn. General .......... 27,859,247 164,371,005 
) 24,755,434 145,430,815 
Conn. Mutual ............. 24,542,096 207,639,858 
Continental Amer. .... 324,401 1,902,766 
Continental Assur. .... 17,166,528 77,468,120 
75,430,332 144,063,018 
Cuna Mutual ............ 219,362 100,409 
G) 9,656,925 79,037,646 
Dometic L. & A. ........ 211,000 2,143,120 
(PD 8,302,993 15,532,013 
Empire State _............. 47,500 212,229 
Equitable Society ....... 49,641,608 457,805,696 
G) 140,177,543  1,114,753,757 
Equitable, D. C. ........ 11,580,367 74,517,307 
(I) 9,433,983 60,418,295 
Equitable, Iowa ........ 9,330,728 127,687,109 
Expressmen’s Mut. 350,901 4,315,931 
Farmers Life... 681,412 2,715,942 
Farmers yi Trade 5,930,802 36,600,415 
Federal L. &C.. .......... 606,324 1,504,522 
(G) 207,790 207,790 
Federal Life ................ 372,628 1,905,148 
Fidelity H. &A. ......... 27,000 93,000 
Fidelity oe * 1,000 1,000 
Fidelity Life ............... 1,000 246,404 
Fidelity Mutual 3,105,281 34,789,363 
Franklin Life ............. 11,312,874 46,771,577 
General American .... 2,366,100 15,120,400 
(G 11,671,413 34,225,712 
Girardian .......eeseeeee 787,596 1,098,648 
Great Lakes Mut. .... 405,500 502,000 
(G) ~ 16,000 12,000 
(I) 1,614,025 2,140,263 
Guarantee Mut. ......... 1,092,786 10,249,681 
Guarantee Reserve ..... 1,111,509 2,539,665 
Guardian Life ............. 4,543,003 34,071,900 
Home Life, N.Y. .... 4,006,176 32,963,203 
(G) 4,822,757 14,407,105 
Independence L. & A. 25,081 43,981 
Indianapolis Life 2,572,359 27,785,828 
Inter-Ocean 6,275 1,869,247 
761,000 484,000 
3,425,000 5,919,188 
Jefferson National ..... 1,208,349 9,546,558 
Jefferson Standard .... 4,161,135 19,133,365 
John Hancock ............ 58,685,70 489,447,932 
(G) 37,959,167 237,185,203 

(I) 6,6 812, 
Kansas City Life ......... 3,207,474 26,301,048 
Ky. Central L. & A. .. 1,107,511 6,358,686 
(I) 16,155,996 27,730,694 
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Ky. Home Mut. 


Knights ife 


Lafayette Life 


Life of Virginia 


Lincoln National . 
Loyal Protective 


Lutheran Mutual 
Mammoth Life 


Manhattan Life 





(G) 

Mass. Mutual ............ 
(G) 

Metropolitan _............. 
(G) 

(I) 


Michigan Life 


Midwest Life 
Midwestern United .. 
Minn. Mutual 


) 
(I) 
Mutual Benefit Life .. 
Mutual of N. Y. ........ 
Mutual Savings 
Mutual Trust 
Nat'l. A. & H. .. 
Nat’l. Guardian . 
Natl. Home Life 
Natl. Life & Acc. 





Natl. Life, Vt. 
N. E. Mutual 


New York Life 
N. A. Acc., Il. 





N. A. Life, Ill. 
N. A. Reassurance .... 
Northern, Wash. 
N. W. Mutual 
Northwestern Nat’l. 


Cal. 


Occidental, 
Old Equity 
Old Line Life .. oss 
Old Re ublic aes a 

) 


Pacific Mutual 


(G) 
Pan-American _............ 
(G) 
Patriot Life _................ 
(G) 


Paul Revere Life 


Penn Mutual 
Pennsylvania Lif 





Peoples Life, D. C. .. 
( 


Peoples Life, Ind. 


Philadelphia Life 
Phila. United 


Phoenix Mutual 
Presby. Min. 
Progressive Life 


Provident Indem. (I) 
Provident L & A. .... 


( 
Provident Mutual 
(G 


Prudential 





Quaker City 
Reserve, Tex. 
Security Benefit x 
Security Mut., N. Y. 


(G) 
Service, Neb. ...... me 
Shenandoah Life 
State Farm Life 
State Life, Ind. ... 
State Mut. Life 


Sterling, Ill. 
Sun Life, Md. 





Superior Life 
Supreme Liberty ......... 


Teachers Protective .. 
Travelers 


(G 
Union Cas. & ite 
Union Labor Life 


Union Mutual 


(G) 
United Benefit ............ 
(G) 
United, Tl. wesc 
(G) 


United Home ................. 
United L. & A. 
United Services 
U. S. Life 


Victory Mutual . 
Washington Natl. 


(G) 
(D 
(CONTINUED 























1,950,216 


26,313, 347 
8,172,903 
11 1,979,592 
132,063,225 
32,593,931 





86,200 


75,172,153 
13,476,156 





787,655 
63,000 
4,193,250 
3,157,258 


479,984 
30,0 


,000 
1,711,241 
7,286,453 
1,485,994 


29, 001, 625 
12,840,610 
54,182 
253,593,779 
56,935,911 


12,284,423 


D ’ 


5,334,941 
2,041,614 
,000 

aa 


810,000 
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4,352,000 
1,080,727 
3,679,170 
3,556,688 
5,989,638 
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Facts of interest from State Farm Life Insurance Company, Bloomington, Illinois, 
affiliate of State Farm Mutual Automobile Insurance Company and State Farm Fire and Casualty Company 
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1006 AGENTS QUALIFY FOR 
STATE FARM LEADERS CLUB 


Schedule gala meetings 
in six cities to honor 
leaders, managers, wives 


“Convention Time” for State Farm’s top- 
producing, multiple line Career Men meant 
regional Leaders Club meetings in St. Paul, 
Kansas City, Chicago, San Francisco, Balti- 
more and Atlanta. 

More than a thousand local agents quali- 
fied for the 1954 honor role by achieving 
balanced production in all three of State 
Farm’s lines—life, fire and automobile in- 
surance. They obtained a minimum of 
$100,000 in paid new life insurance, $1000 
in fire premiums and at least 100 new auto 
applications. 


District Managers qualify, too 


Each manager who had one or more leaders 
among his local agents was eligible to attend 
a Leaders Club convention. Wives of agents 
and managers who met Leaders Club pro- 
duction requirements were also invited. 

Commenting on the large number of 1954 
Leaders, A. W. Tompkins, State Farm Ex- 
ecutive Vice-President—Agency, said, “‘We’re 
indeed proud of our Career Men and their 
achievements.” 





State Farm agents again tops 
in LUTC enrollments 


For the second consecutive year, State Farm Life is 
represented by more agents in LUTC courses than 
any other Ordinary life company. The Life Under- 
writer Training Council announced that more than 
350 State Farm agents are participating in the 1954- 
1955 program. 





St. Paul meeting brought together State Farm men from Minnesota, lowa, Montana and the Dakotas. Pictured above 
are (I.'to r.) agent Svend Nylund, Hibbing, Minn., District Manager Delbert Wallentine, West Burlington, la., agent J. R. 
Anderson, Des Moines, and Montana State Director Francis Mack. 





State Farm Life names 
new Canadian officiai 





Marvin Bower, C.L.U. 


Bloomington, I]linois: Marvin Bower, 
C.L.U., was named to the staff of the 
Canadian Head Office of the State Farm 
Life Insurance Company. He will super- 
vise administrative operations in the 
Canadian Head office. 

According to State Farm Life Presi- 
dent, Morris G. Fuller, C.L.U., this ap- 
pointment was the first step in expand- 
ing administrative facilities to handle the 
stepped up production of State Farm’s 
Canadian Agency Force, headed by Scott 
F. D. Taylor, C.L.U. 





Announce new ranking 
for State Farm Life 


According to the Life Insurance Courant 
(May, 1955), State Farm Life moved 
from 28th to 27th place in Paid-For Or- 
dinary Life among all U. S. and Cana- 
dian companies. This new ranking means 
that State Farm Life,-in 1954, enjoyed 
the greatest gain, for its size, among all 
Ordinary life insurance companies. 


This is the sixth report 
in a series which is pub- 
lished at regular intervals to 
acquaint you with facts of in- 
terest concerning State Farm 
Life Insurance Company. 





14 HteNATIONAL UNDERWRITER 


May 20, 1955 


—.., 





—— 








try this hat 
for size! 


That’s what it boils down to when a new man joins 
the Capitol Life. Contracting with a new company is 
much the same as buying a new hat. You want your hat 
to fit well... to wear longer...and to fully meet your 
personal needs. That’s why we at the Capitol Life have 
placed a lot of emphasis on our Agent Contracts. 

Our objective was to develop contracts that fully 
meet the needs of each new man in terms of his experi- 
ence, qualifications, and personal requirements... to 
develop contracts that not only “fit well and wear longer 
but ones that will meet the real human needs of the 
Agent. We’re proud to say we've reached our objective. 
You can find proof of this in the fact that more and 
more men are joining the Capitol Life each month. More 
and more men are finding out they can finally get many 
of the things they have a right to expect from the insur- 
ance business... with one of the West's fastest growing 


it 


regional companies. 
We think you'll like our philosophy of “finding 
the hat that fits.” Capitol men do. Just ask any Capitol 


Life representative. 
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Hotz Sees Boundless 
Future for A&H Sales 


An optimistic outlook as to the sales 
potential of A&H insurance was given 
H&A Underwriters Conference by 
Howard Hotz, Canadian A&H manager 
of Prudential, in his talk at the annual 
meeting of the conference at Toronto. 

Mr. Hotz sketched the need for A&H 
protection, commenting that economic 
and social problems arise quickly when 
sickness or accident strikes. A recent 
study showed that in 85% of the char- 
ity cases, a contributing factor was the 
expense caused by sickness or acci- 
dents. 

Delinquency, crime, broken homes, 
and many other social problems have 
their roots in the inability of the 
breadwinners to meet the problems of 
unexpceted expenses that arise when 
the family’s income stops due to a sick- 
ness or an accident, he said. Education 
of children is interrupted or stopped 
altogether. Families must cancel their 
life insurance. 

As a salesman in the field Mr. Hotz 
said he saw families borrow all the 
cash accumulated in their life insur- 
ance, sell the policies back to the com- 
pany and move to smaller and less con- 
venient living quarters, all because 
sickness or accident had struck. “Peo- 
ple did ask about sickness and accident 
insurance but I didn’t have it to sell 
and as I look back I confess that I 
didn’t recognize the need”. 

One of the prime responsibilites of 
sales executives, he said is to assure 
that agents are properly trained to 
satisfy the A&H needs of the public. 
The success of A&H insurance relies on 
its acceptance by the public. That ac- 
ceptance can be gained only if agents 
are properly trained to fill the needs in 
a manner which will satisfy the public. 

Equipping the more than 23,000 indi- 
vidual Prudential salesmen with tech- 
nical knowledge and the A&H sales 
“know-how” so that they would be 
able to properly fill the public’s needs 
for this coverage, was a monumental 
job. To set the huge new A&H sales 
organization into motion was almost 
like setting up one big compény within 
a company. Few of the men had ever 
examined an A&H policy. A training 
course was prepared, designed to pro- 
vide each agent with a clear, concise 
picture of A&H coverage. The sales 
process was covered in full—prospect- 
ing, pre-approsch, sales presentation, 
obtaining referred leads, and _ post- 
sale activity. 

Training is not a “one-shot effort’, 
Mr. Hotz emphasized. In a market 
which is growing, the business must 
be constantly on the alert in order to 
be sure of keeping pace with the needs 
in that market. 


“The training process must be one 
that involves taking the agent by the 
hand and showing him how to do the 
‘nb. We found and expected that the 
results of the intense initial training 
wore off rapidly for many men. Thos? 
who started prospecting and selling at 
once met with success. those who 
eien’t feund it more difficult to get 
started as the weeks and months went 
by. “In most cases, Mr. Hotz said, the 
excuses offered for not writing busi- 
ness were—“There is too much group 
e-verage in my area”’—‘“There is too 
much competition’—‘Our underwrit- 
ing requirements are too tough”. What 
the agent really meant was “I am not 
<t all sure of myself and I am afraid to 
broach the subject with a prospect—I 
would like someone to go with me 


and show me how to do the job.” 

Looking to the future, Mr. Hot 

noted that in less than three years 
with less than one quarter of the Pry. 
dential organization selling until lag 
fall, premium income rose from $5 mil- 
lion in 1953 to $15 million in 1954 ang 
the company anticipates over $35 mil- 
lion of premium income in 1955. “Sim. 
ply, it might be said, today’s potentia] 
is great—unlimited.” 

More and more primary A&H is be. 
ing sold—more income protection. If 
a complete A&H income protection 
plan were arranged on every bread- 
winner in Canada and the United 
States, “we would come up with a4 
grand total so big that it would stagger 
our imaginations. And—even if we 
were to deduct from this total all the 
present income protection coverages, 
and even further reduce it by the 
amounts that could be purchased from 
the non-subsistence portions of the 
national income of these two countries, 
the final figure—representing our mar- 
ket potential today would so dwarf 
our current concepts, that I would not 
dare to use actual figures to evaluate 
this market potential. The real figures 
would appear to be only a salesman’s 
visionary dreams.” 

Public awareness of the need for 
A&H has been heightened by group 
plans, state and provincial cash sick- 
ness and hospital plens as well as pri- 
vate salary continuance plans. All of 
these tend to benefit the business by 
pointing up the need for coverage— 
sometimes the need for new coverage. 
These coverages offer an opportunity to 
expand the market by arranging for 
the individual a long-range program 
which will enable him to adequately 
protect his family financial structure. 
More and more, too, the tax angles 
favor persons taking out voluntary 
accident and health coverages. 

The market potential rises almost 
daily, Mr. Hotz remarked, but the job 
today is to re-evaluate potentials. “Too 
often we adopt the philosophy of once 
old—soon forgotten. And our client 
says, he never came back. Every pol- 
icvholder we have c-eates a richer 
market. New clients today may hold 
the pass key, but isn’t it true that 
salesman after salesman will tip his 
hat and walk away from the threshold 
where he is already welcome, and lit- 
erally shovel his path to another door? 
Our job today is not only to open up 
new doors with new potentials but to 
return to some of the old doors with 
new potentials. 

“Wide horizons are ahead. Again, we 
are perhaps in A&H today where we 
were a quarter of a century ago in 
life. We’ve done some pioneering and 
now our changing times are creating 
new thinking and new markets. It be- 
hooves us to devise coverages to keep 
pace with these markets. 

“As the companies keep pace there is 
something ahead, too, for the individu- 
al agent who does a job—aside from 
all the monetary rewards and produc- 
tion records, an intangible but very 
real reward comes in the form of the 
greatest feeling of job-satisfaction he 
has ever known. In our first two years, 
on the basis of deaths under life poli- 
cies and disabilities under our A&H 
contracts, the checks delivered under 
lif> death clceims were 7 per 1000, 
while the checks delivered for A&H 
were 300 per 1000. The A&H agent sees 
insurance in action.” 





Milwaukee CLU chapter heard a 
talk by R. D. Wirth Jr. of Milwaukee, 
former staff assistant to the Senate 
foreign relations committee. 
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Dodd Calls for Early 
Study of War Clauses 
in Event of 3rd War 


Thomas K. Dodd, vice-president of 
Connecticut Mutual, suggested to the 
annual meeting of Home Office Life 
Underwriters Assn. at Niagara Falls, 
Ont. that the life insurance business 
should prepare the type of war clauses 
needed if a third world-wide conflict 
preaks out with heavy losses among 
civilians in the U. S. 

“We will look rather sad as a group 
if we are suddenly confronted with the 
emergency of a great upsurge of new 
business motivated principally by a 
real threat of bombs on our cities and 





Vincent B. Coffin T. K. Dodd 


have taken no thought as to the steps 
required to hold down our losses,” the 
HOLUA president said. Underwriters 
and perhaps National Assn. of Insur- 
ance Commissioners might consider 
now the type of war clauses or restric- 
tions which companies would be per- 
mitted to use. Not wishing to be an 
alarmist or misunderstood, he said, no 
one wants to use war clauses now but, 
in the face of all the protective meas- 
ures being taken by the government 
and private business, it might be well 
to have the needed type of clause 
ready on a “‘stand-by”’ basis. 

The first duty is to conserve what 
present policyholders have entrusted to 
the companies’ care. The urge to ex- 
tend protection to new policyholders 
must be secondary, and coverage 
which probably will show a substan- 
tial loss must not knowingly be is- 
sued. If restrictions against civilian 
war mortality are essential in new bus- 
iness for protection of existing policy- 
holders, legislative action will be need- 
ed in a number of key states before 
the clauses can be used, Mr. Dodd said. 

When NAIC studied wording of war 
clauses early in the Korean conflict, 
only war hazard outside the U. S. was 
considered, since the problem of civil- 
ian mortality within the country did 
not exist. But a third world war car- 
ties the possibility of many civilian 
deaths at home, and companies will 
not be able to write large volumes of 
New business providing full home area 
protection if a real threat of bombings 
in this country is the motivation for 
the purchases. A protracted struggle, 
even without atomic bombs, might de- 
plete reserves and surpluses. Under- 
writers must take protective steps in 
the area of new business. 

He wondered if companies are pre- 

pared to invoke war clauses, some of 
which are still in use since the Korean 
war, if hostilities break out around 
Formosa, and the 7th fleet becomes 
involved. If Korean war clauses are not 
going to be invoked, there is an ad- 
vantage in public relations by announc- 
ing their cancellation before any con- 
troversy develops, he said. 
_ Duty to the public requires liberal- 
ization of underwriting practices and 
enlargement of areas of insurability, 
which involve pioneering. He pointed 
(CONTINUED ON PAGE 21) 
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BROAD 
INSURANCE COVERAGE 


Nonparticipating Insurance 
Participating Insurance 
Accident & Sickness Insurance 
— including Noncan, Commercial, 
Deductible Hospital, and Major Medical 
Income Disability 
Juvenile Insurance 
Special Low Cost Plans 
Flexible Family Income Plans 
Retirement Plans 
Mortgage Redemption 
Impaired Risk Service 
Wide Age Range 
Salary Savings Systems 
Supplemental Term Riders 
Pension Plans 
A full line of Group Coverage 






















I.NL Is Geared To Help Its Field men 


THE 
LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne, Indiana 


Its Name Indicates Its Character 
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THE MACCABEES 
EXECUTIVE ESTATE PLAN 


The Maccabees Executive Estate plan offers the effect 
of two plans in one. 


It combines the high face value protection of Ordinary Life 


with the savings values of 20-pay Life. 


The relatively low rates are further reduced after 20 years 


making this an excellent retirement plan. 


It is ideally suited to today’s savings-minded public and 


to packaged selling techniques. 
The minimum face amount sold on this plan is $5000. 


Therefore, an agent selling this plan is assured substantial 


earnings per sale. 


Sales Aids—High-powered sales ammunition produces 


qualified prospects and helps close the sale. 

Direct mail material, custom designed for this plan, 

is FREE to our agents in unlimited quantities including 
all postage costs. 








@ We offer excellent opportunities for rapid advancement 


in many territories in the U. S. and Canada. 
Write to Robert 0. Shepler, Field Director, 
for complete information. 
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Jordan Reviews 
Trends in Group 
A&H Field 


George R. Jordan of Republic Na- 
tional Life, in his address entitled, 
“Group Insurance—Today and Tomor- 
row” told those attending the conven- 
tion of H&A Underwriters Conference 
at Toronto, of some of the trends in 
the business. 

The old $6 and $7 a day hospital 
plans and $140 surgical schedule have 
been up-graded to $10 and $15 for 
recom and surgical schedules in many 
cases are doubled. These increases are 
brought about by inflation, by union 
demands and competition within the 
business. Some of the newer coverages, 
such as doctors’ calls, diagnostic and 
x-ray, out-patient hospital care, and 
special diseases have become more or 
less standard. 

The loss ratio for 1954 is not yet 
known, but Mr. Jordan said it appar- 
ently will be somewhat better than 
the two previous years. He attributed 
this to more careful underwriting on 
new business and educational work 
done with medical and hospital as- 
seciations by industry committees. 

Certain controls have been helpful 
to many companies, Mr. Jordan men- 
tioning among these the requirement 
of past experience on assumed cases 
before making committments. Often 
proposals have been revised after these 
figures are obtained. Another effec- 
tive measure for control has been co- 
insurance, which has had the effect of 
improving bad cases without neces- 
sitating an increase in premiums. The 
popularity of this system will increase 
because the theory is sound, he said. 
What is needed is education. 

Mentioning some current problems, 
Mr. Jordan said statistics indicate that 
in a few years more than 50% of the 
populaticn will be unemployed either 
over-age or under-age. The average 
hospital plan costs for persons over 65 
through an insured plan may be two 
or three time as great as for other em- 
plcyed groups, and one of the big 
problems is financing this cost. 

Other problems include coverage in 
rural areas and handling sub-standard 
risks. 

The employe covered under a group 
plan has his attitude essentially fixed 
by the line of communication from the 
company, Mr. Jordan said. This be- 
gins when the man is hired and car- 
ries through his entire working career. 
Group insurance can be promoted and 
explained through letters, circulars 
and pamphlets, but these are not near- 
ly so effective as personal interviews 
conducted by supervisors and trained 
group representatives. If the full value 
of the policy is fixed in the employe’s 
mind for himself and family, it be- 
comes profitable for the employe, the 
employer and the insurer. Mr. Jordan 
said the lesson to be drawn from this 
is that business now on the books 
should be evaluated with an eye to- 
ward improving it. 





Gives Agents Classes 


David R. William Harmelin, Colum- 
bian National Life, New York City, is 
lecturing at a five-session free course 
for a limited number of brokers pre- 
paring for the New York state life 
agent’s examination. The course began 
May 9. 





Prudential Names Two in Mich. 
Dan Brewis, manager of Prudential’s 

Palmer Park district in Highland Park, 

Mich., since 1947, has been made man- 


—<———— 


ager of the River Rouge district. Suc. 
ceeding him as Palmer Park manage 
is Harold E, Schneider, formerly train. 
ing consultant in the north central home 
office at Minneapolis. 

Mr. Brewis joined Prudential in 1924 
as an agent at Detroit. Mr. Schneider 
also started with the company there 
as an agent in 1931. 


Life of Va. Names Field 
Training Supervisors; 


Opens Three New Offices 


Life of Virginia has promoted Virgil 
H. Stephens, Frank J. Prijatel, Mar. 
vin W. Hambrick and James H. Gar. 
lington from associate managers of 
district offices in Atlanta, Cleveland, 
Columbus, Ga., and Greenville, respec. 
tively, to supervisors of field training 
of combination agents. 

Mr. Stephens’ territory is North Ca. 
rolina; Mr. Prijatel, Covington, Cincin. 
nati and part of West Virginia; Mr, 
Hambrick, Baltimore, District of Co- 
lumbia and northern Virginia; and Mr, 
Garlington, portions of South Carolina 
and Georgia. 

The company has opened a second 
district office in Miami and a new dis- 
trict office in Bristol, Virginia-Tennes- 
see. Horace Peeples, former field train- 
ing supervisor in Georgia, was ap- 
pointed manager of the original Miamj 
district. Alvin Stearman, who was 
manager of the district, was transfer- 
red to the new Miami district. Thomas 
Mattox, field training supervisor in 
South Carolina and former associate 
at Norfolk, heads the Bristol office. 








American Progressive 
Is Entering 10th Year 


American Progressive Health of New 
York, which soon will begin its 10th 
year, has expanded its home office and 
occupies nearly an entire floor at 92 
Liberty street. 

The company, which has shown large 
and steady increases in premium in- 
come and assets since its organization, 
has pioneered many policies. It issues 
special forms to meet seasonal de- 
mands, and was one of the earliest 
insurers to offer a “polio-cancer and 
nine dread disease” coverage. 

The president and founder of Amer- 
ican Progressive, Kenneth P. Lamont, 
has been active in A&H insurance all 
of his business career. He has made 
“Fit-the-need protection” the com- 
pany’s guiding principle. 





Pru Has Denver Changes 


Prudential has opened the Red Rocks 
district agency at Denver, naming as 
manager Carl R. McGee, former head 
of the Cherry Creek Denver office, Mr. 
McGee will be succeeded by Harold R. 
Dolan, who has been in charge of the 
Denver Mile High office for 15 years. 

Following in his father’s footsteps as 
manager of the Mile High district 1s 
James R. Dolan, formerly with the 
western home office at Los Angeles. 

Victor H. Nelson has retired as man- 
ager of the Rocky Mountain district 
at Denver and is succeeded by Harry J. 
Kneip, former manager at Albuquer- 
que. 





Opens First Vt. Agency 

Occidental of California has opened 
its first Vermont general agency a 
Burlington with George A. Cronk as 
general agent. 

Mr. Cronk has been an agent at Bur- 
lington for New York Life for eight 
years. He is a CLU and a former direc- 
tor of Burlington Life Underwriters 
Assn. 





Named Assistant Actuary 


National Life of Vermont has named 
Robert C. Morrow assistant actuary. 
With the company for two months, he 
served three years as associate actuary 
of Farm Bureau Life at Columbus and 
was with Confederation Life at Toronto 
as assistant actuary. 
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Trade Parley May End FTC Matter: Mason 


(CONTINUED FROM PAGE 1) 





continues as executive secretary and 
treasurer. 

Besides setting up regulations with 
which all insurers would have to con- 
form, including those not voluntarily 
following ethical standards, Mr. Mason 
said a trade practice conference would 
give the industry an opportunity to 
educate government in the technical 
problems that companies and their 
agencies have to live with. Without 
such a conference, FTC is in no posi- 
tion to take into consideration insurer 
problems, 

As an example of what can be avoid- 
ed, Mr. Mason recalled that in the 
cosmetic industry FTC filed complaints 
against two companies in 1936, one in 
1937, another in 1939 and two in 
1940, all of which were dismissed in 
1953 because difficulties had been re- 
solved by a trade practice conference. 
Yet the very problem resolved was the 
subject of a long and costly trial liti- 
gated with one cosmetic manufactur- 
er from 1937 to 1946. The quasi-judi- 
cial decision in the case had to be 
ignored when methods for enforcing 
the law in question were established 
through the trade practice conference. 

To those companies which fear “they 
will hurt the feelings of state insur- 
ance commissioners if they give the 
federal government jurisdiction over 
interstate advertising by applying for 
a trade practice conference,” Mr. Ma- 
son commented that “it is utterly silly” 
that such a conference would involve 
commitment by an insurer to FTC 
regarding jurisdiction. “If the federal 
statute gives us jurisdiction we have 
it,” he said. “If it doesn’t, you can’t 
sign on like a sailor joining a ship.” 

Mr. Mason suggested the 26 cited 
insurers now in litigation may be in- 
terested in the new FTC rules of prac- 
tice and procedure, issued only last 
week. “Upon promulgation of trade 
practice conference rules for an in- 
dustry, complaints which have not 
been adjudicated and in which the 
charges are adequately covered by 
sv °. rules...may be the subject of 
a tion to suspend...” 

Mr. Mason added that the FTC under 
its new rules will consider the advisa- 
bility of closing matters against com- 
panies which face possible charges, 
providing they subscribe to rules 
agreed upon at a trade conference. 

While defendants maintain the vir- 
tue of promotional material, informal 
pleadings, Mr. Mason said in private 
talks industry people indicate they 
would be more than happy to follow 
standards FTC considers proper. In 
view of this, he wondered what end 
could be served with “a dozen years 
of bootless litigation over a phrase 
or two in the interstate advertising of 
an A&H policy with all companies ap- 
parently ready and willing to accom- 
modate their advertising language to 
whatever fair and honest interpreta- 
tion the FTC might suggest as being 
within the law.” 

Reiterating comment made in a 
speech a few months ago, Mr. Mason 
said he has “no stomach for singling 
out a few companies as whipping boys 
for the entire industry.” Nevertheless, 
he added, if 28 insurers have been 
careless in their sales appeal, “it is 
safe to say a lot of other companies 
are in the same boat.” 

Trade practice conference proce- 
dures are especially potent when deal- 
ing with industries of standing and in- 
tegrity, Mr. Mason said. If the busi- 
ness asked FTC for such a conference 


to set up standards and criteria to 
test the validity of advertising, he 
opined there would be a “quicker and 
higher rate of observance of the law 
than we would ever get by hit-and- 
miss litigation.” 

A testimonial scroll recognizing the 
work of Mr. Fuller was presented by 
an insurance associate of his in Chi- 
cago since 1914, George H. Moloney, 
vice-president of Hartford Accident. 
Greetings were extended by Chase M. 


Smith, general counsel of Lumbermens 
Mutual Casualty, who was in charge 
of the arrangements committee. 

Named to the executive committee 
were Lendon A. Knight, general coun- 
sel, Royal Neighbors, chairman; Ralph 
D. Jones, executive representative of 
Continental Casualty-Assurance; Ne- 
ville Pilling, U. S. manager of Zurich; 
L. W. Zonzius Sr., president of Conk- 
ling, Price & Webb, Chicago, and Mr. 
Smith. 





The Los Angeles A&H Underwriters 
Assn. heard a talk by Walter McClin- 
tock, Washington National. 


Pilot Life Holds Annual 
Convention Aboard Ship 


More than 300 agents, wives and 
home office people attended Pilot 
Life’s annual agency convention a- 
board the S. S. Tradewind from 
Charleston, S. C., to Nassau. Twenty- 
five more agents and wives flew from 
Miami to Nassau for three days be-— 
cause more qualified than could sail 
on the five-day cruise. 

J. D. Heard, Louisville, Dick Harris 
Jr., Charlotte, and W. D. Key, Colum- 
bus, Ga., president, lst and 2nd vice- 
presidents of the Pilot Club, respec- 
tively, conducted a business meeting. 
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Yes, Group Life is the highest-paying form of 
Group Coverage—both to you as the agent of 
record and to the employer. You, as agent, bene- 
fit through substantial commissions paid on Group 
Life business—a coverage which does not require 
your constant time and attention. 

The employer benefits through increased employee 
efficiency, better em- 
ployer-employee rela- 
tions and decreased 
labor turnover, as well 
as through dividends 
which accumulate due 
to favorable claim ex- 
perience. 
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Life 


= THE HIGHEST PAYING, MOST PERMANENT AND. 
_ EASIEST-TO-SERVICE FORM OF COVERAGE YOU HAVE BEEN OFFERED! — 
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the employer 


employer. 


the agent, are 


After a Group Life plan has been in force for over 
one year, necessary reserves have been accumulated 
and favorable experience credits begin to accrue to 


. It is difficult for a competitor to 


come in, since credits have been accruing for the 
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Group Life coverage does not require constant at- 
tention and claim servicing. All Group Life claims 
are handled by the Home Office Claim Department, 
and only regular courtesy calls on the group by you, 


necessary. With Group Life coverage 


you have less service work, thus giving you more 


time to devote to other lines. 





In a short span of years, Washington 
National has become one of the lead- 
ing multiple-line personal protection 
institutions writing Life, Accident, 
Health, Hospitalization, Franchise 
and Group Insurance. It is in the top 
25 percent of companies in Life In- 
surance in force, and one of the largest 
legal reserve stock accident and health 
companies in premium income. Its 
courteous and efficient service is ren- 
dered to more than 3,000,000 policy- 
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REINSURANCE 





TODAY’S MARKET 
in the A & H field has 


made Reinsurance an 





absolute essential in 
daily underwriting. 


There is complete sat- 
isfaction in procuring 
it from the pioneer 

professional Reinsurer 


in that line—EMPLOYERS. 





EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MISSOURI 
21 West 10th St. 


LOS ANGELES 
1139 W. 6th 


SAN FRANCISCO 
114 Sansome 


CHICAGO 
175 W. Jackson 


NEW YORK 
107 William St. 
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service 

A significant event of our 50th Anniversary 
Year will be the dedication of our new home office build- 
ing the latter part of this month. 

The company’s new home—the largest 
single office building in South Carolina—reflects the steady 
and substantial progress of Liberty Life during the past 
half century. 


Embodying the finest in modern building 
design and construction, it will enable us to render even 
greater service to our field representatives and hundreds 
of thousands of policyowners throughout the growing 
Southeast. 





LIBERTY LIFE 
INSURANCE COMPANY 


Greenville, South Carolina 


Financial Freedom For The Family 
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LIBERTY 1905-1955 
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Selling Essential 
Before Employes 


Appreciate Benefits 

NEW YORK—It takes constant com- 
munication through posters, booklets, 
films, and personal interviews for a 
company to convince employes of the 
full value of its group insurance or 
pension plan, it was brought out at a 
panel at the spring insurance confer- 
ence of American Management Assn. 
here. 

Speakers were Frazier Wilson, man- 
ager of the insurance division of United 
Aur Lines, Chicago, E. Sidney Willis, 
manager of employe benefits planning, 
General Electric, New York City, C. 
Manton Eddy, vice-president and sec- 
retary of Connecticut General, and Ed- 
win S. Hewitt of the actuarial and con- 
sulting firm of Edwin Shields Hewitt 
& Associates, Libertyville, Ill. 


The result of United Air Lines’ cal- 
culated communications plan designed 
to achieve higher employe morale and 
production by stimulating appreciation 
and understanding of the benefit plans, 
has been that group A&S participation 
has increased from 65% to 97%, em- 
ploye pay-all life insurance participa- 
tion from less than 60% to almost 92%, 
and pension participation to nearly 
90%. 

Mr. Wilson explained that the air- 
line uses a film depicting the benefits 
offered and how they apply to an em- 
ploye, makes use of the annual wage 
review and performance evaluation 
period to explain the hidden wages in 
the benefit program, and utilizes the 
claim payments to bring a warmth and 
friendliness to the employe by having 
the claim girls write a note on each 
check voucher. 

Even though the present methods 
are effective, Mr. Wilson said, the com- 
pany will never exhaust the possibili- 
ties for better, fresher, and more dy- 
namic methods of communication until 
every employe knows what he’s getting 
and its values, and understands his 
benefits and realizes their application 
to his own life and problems. 

The media to be used are a matter 
of choice, Mr. Willis said, but whatever 
ones are chosen should be used to 
communicate intelligently, clearly, reg- 
ularly, and with warm human interest 
obvious in it. 

General Electric begins with the 
pre-employment phase when benefits 
are explained through lobby displays, 
descriptive leaflets, desk visualizers, 
film strips and personal explanations 
Ly the interviewer. After the applicant 
is hired, he is given more detailed ex- 
planations through booklets, oral pres- 
entation and colored slide films. Em- 
ployes on the job are reached through 
booklets, works newspapers, photo 
features, ads, editorial cartoons and 
editorials, posters, letters, and special 
reports. Supervisors are trained to an- 
swer any questions the employe may 
ask about the benefits. 

To help its customers, Mr. Eddy said, 
Connecticut General Life has thrown 
open its research findings to all cus- 
tomers, offers ideas, advice and ex- 
perience and supplies the background 
and knowledge that may be needed for 
a communications project. 

He listed six essential principles in 
devising a program of better employe 
understanding. These include centering 
the communications on the employe, 
presenting the full story in one package 
at least once a year, starting the com- 
munications with the recruitment of 


the employe and continuing it after 
retirement, making the communica- 
tions functional so that the employe 
knows exactly where he stands in the 
accumulation of benefits and where he 
will stand in the future, and channel- 
ing information through the regular 
management policy. 

These principles, Mr. Eddy said, are 
not startling, but it is startling how 
consistently they are ignored. 

Mr. Hewitt warned employe benefit 
managers about thinking of the em- 
ploye as an abstraction. Good commun- 
ication begins with the type of plan 
that is adopted but the most important 
thing to know is people, he said. 

He listed five factors significant in 
setting up a communication program: 
The structure of the organization, the 
objectives of the communication proj- 
ect, the prevailing attitudes in the com- 
pany, a knowledge of the benefit plan, 
and an understanding of the adminis- 
trative structure of the plan. 

Whatever technique is used, he con- 
cluded, the manager should remember 
he’s still talking to the fellow for whom 
the plan is developed and the employe 
doesn’t care how many clever ideas go 
into the communication or how many 
gimmicks are employed, he’s only go- 
ing to listen to what seems important 
to him. 


Oldest Policyholder of 
Home Life Reaches 100 


Home Life’s oldest policyholder, Miss 
Julia Henrietta Sherry of Stony Brook, 
Long Island, N. Y., received her latest 
annuity check on her 100th birthday. 
It was presented by Francis H. Low, 
assistant to the president, who extend- 
ed her the company’s congratulations. 

Miss Sherry bought a $3,000 annuity 
from Home Life in October, 1934, at 
age 79. to “provide for her old age.” 
The company began semi-annual pay- 
ments of $234.99 to her in April, 1935. 
She has received so far a total of 
$9,634.59 on her investment and has 
outlived by 13 years the life expec- 
tancy given in mortality tables in use 
when she purchased her annuity. 


Robert Williams to Dratt 


New Michigan Code 


Attorney Robert W. Williams of 
Seattle has been retained by the 
Michigan department to write the 
proposed new Michigan insurance code. 
The legislature made an appropriation 
for this work some years back, but only 
a partial job of systematizing an exist- 
ing law has been done. The intention 
now is to rewrite the entire statute and 
repeal the existing one. 

It is hoped that the new code will be 
ready by the end of October so that 
hearings can be conducted by the 
legislature in November and the mea- 
sure introduced in the early 1956 
legislative session. Mr. Williams drafted 
the Washington and Arizona insurance 
code. 


Equitable Sets 4-Month High 


Equitable Life of Iowa for the first 
four months had new paid-for business 
of $48,564,813, the largest amount for 
that period in company history. Busi- 
ness was up 11.3% over that for the 
first four months of 1954. 

The Griffin, Ingram & Pfaff agency 
at Chicago led all agencies for the 
period. 











Actuarial Service for Consultants 


Stuart J. Kingston, consulting actu- 
ary, has established a new type of 
service in the field of employe benefit 
programs, limiting clientele to employe 
benefit consultants. His office is at 
1034 Boatmen’s Bank building, St. 
Louis. He has been with consulting 
organizations in New York City and 
St. Louis. 
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FEATURES . 
© Top Commissions 
© Life-Time Renewals 
© Production Bonuses 
© Persistency Bonuses 
© Retirement Renewals 
© Group Life and Hospitalization 
Insurance 


PLUS. 
Ad Prize. Winning Sales Aids 
© Agents Training Schools 
© Production Club Conventions || 
© Regional Sales Meetings 


Write for your copy of "Ca- 
reer Opportunities" to H. S._ 
McConachie, Vice President 


AMERICAN MUTUAL LIFE 


INSURANCE COMPANY 
DES MOINES 7, IOWA 


General Agency Company 
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Do You Want... 


Large Commissions 
7 Steady Renewals 
Standard Policies 


(rates and provisions competi- 
tive with every old line legal re- 
serve life company in the U. S.) 


Three Specials 


Selective Insured Investment Plan. 
Junior Insured Savings Plan. 
Guaranteed Life Annuity. 


Agency franchises in. Arkan- 
sas, Florida, Kansas, Louisi- 
ana, Mississippi, Missouri, 
Nebraska, New Mexico, Okla- 
homa, Tennessee, Texas and 
the Territory of Hawaii. 


A Sound Company 

($127 in assets for every $100 of 

liability). 
National Equity Life has operated in the 
South for 31 years, and is now expand- 
ing. 
This may mean unusual opportunities 
for you. 

Write today for full information. 


NATIONAL EQUITY 
LIFE INS. CO. 


Little Rock, Arkansas 
R. D. Lowry, Pres. 








New ‘Time Saver’ 
Available; Analyzes 
A&H Policy Forms 


The 1955 Time Saver for A&H in- 
surance, the annual reference book of 
policy information, has been published 
by The Accident & Health Bulletins 
of National Underwriter Co., Cincin- 
nati. It contains more than 1,000 pages 
this year, which makes it larger than 
previously, but its price remains $6.50 
a copy. 

It is the 32nd annual edition of 
the book, and there is evidence of a 
working away from the traditional 
method of describing policies, to a 
modernized and streamlined arrange- 
ment. It contains answers to countless 
questions regarding policy coverages 
and premiums. 

The book describes the commercial 
and non-cancellable contracts of 100 
companies and organizations. The con- 
tracts include those developments in 
which current interest is high, as in 
major medical expense forms, guaran- 
teed renewable policies, deductible 
hospital expense coverage, also the 
new non-cancellable coverages intro- 
duced by represented companies that 
have entered the field in the past year. 
The policy descriptions give the cover- 
ages, exceptions, premiums for all 
ages, limits written, and supplemental 
data. Riders attachable to the policies 
are described and cross-references i- 
dentify them with the policies to which 
they apply. 

Specimen provisions of group con- 
tracts, hospital plans, and medical- 
surgical plans are outlined. The word- 
ing of the uniform individual policy 
provisions is given and the provisions 
are compared wth the old standard 
yrovisions, which are also given. The 
descriptions of disability provisions 
issued with life policies of some 170 
companies have been revised for eas- 
ier reference. The financial statement 
section lists the 1954 premiums and 
losses of almost 650 companies, with 
separate tables for group and non- 
cancellable. 





Stribling in New Post 


Harold Stribling has been named 
manager of the life 
department of 
Thompkins & Co., 
general insurance 
agency with offices 
at San Francisco, 
ArcataandLos An- 
geles. 

In life insurance 
26 years, Mr.Strib- 
ling formerly was 
general agent at 
San Francisco for 
General American 
Life.He has served 
as a director of 
San Francisco 
General Agents & Managers Assn. and 
as president of the East Bay Mana- 
gers’ Assn. 





Harold Stribling 





Maine Bill on New Life Company 


Former Gov. Cross, Sea and Shore 
Fisheries Commissioner Tupper, Ches- 
ter G. Bridge, Julius O. Garsoe and 
Blin W. Lumsden are named in a 
Maine bill as “corporators” of the pro- 
jected Maine Fidelity Life Co. The 
company would sell life and A&H, is- 
suing up to $500,000 in $10 par stock 
and depositing $200,000 with the state 
treasurer. Maine’s only other life com- 
pany is Union Mutual Life of Portland, 
operating under special charter from 
the legislature. 














Continental 


ASSURANCE COMPANY 


A National Life Insurance Institution 
310 S. MICHIGAN AVE. + CHICAGO 4, ILL. 
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. arapidly growing body of professionals who are 


MEMBERS, CAC CLU ASSOCIATION 


Thom L. Jordan 


M. Selig Apperman 
Chicago, Illinois 


Rochester, New York 
William T. Baldwin 
Bakersfield, California 


James A. Barbour A. Walton Litz 
Indianapolis, Indiana Little Rock, Arkansas 
Jack J. Cohen John W. Mac 


New York, New York 
Milton Cohen 
Newark, ned Jersey 


Chicago, illinois 
William G. Mehaffey 


John M. Crin William R. Otter 
Grand Rapids, Michigan Chicago, Ilinois 
Donald L. iels Milton E. Reinstein 


Chicago, Illinois 
Howard J. Riordan 


Boston, Massachusetts 
Manuel Donchi 
Chicago, illinois 
Donald C. Fisher 
Jacksonville, Florida 
Harvey Goodstein 
Philadelphia, Pennsylvania 
Paul C. Green 


Chicago, Illinois Gloversville, New York 


Pittsburgh, Pennsylvania 


Carl E. Haas Harold N. Sloane 

pases bay York New York, New York 
Morris B. H Herve Trepanier 

Baltimore. Maryland Montreal, Quebec, Canada 
George L. Hai 


Washington, D. Cc. 


In addition to 27 members listed, 22 
independent life underwriters are 
associate members of our Asso- 
ciation. 

Thirty life underwriters, in 
addition to those listed, took 
examinations leading to 
CLU designation in 1954 
under a Company- 
supported cooper- 
ative program. 
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Please return coupon for your 
complimentary copy, a refer- 
ence fo give you an on-the- 
spot index to possible under- 
writing action on many more 
common impairments. 


CONTINENTAL ASSURANCE COMPANY 
* Chicago 4, lil, 


Please send me your 1955 Underwriting 


Dept. 317. * 310 S. Michigan Ave. 
Desk Reference. 
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contributing so broadly to the betterment of their 
communities and the progress of this institution. 
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ia) | 'Garase «= Soee'a7a Fifth Year in New Home 
Confederation Life ~~ 7,006,105, ~«—«-2285.73 ~~ Mutual Life of New York, marking 
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ee ia, an 3.738316 2-Story home office at Broadway and 
: (G) 24,627 24, 55th street, reports that modern office 
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Mfrs. Life Sr etasntons if ie1all 131,696,250 have enabled the company to nearly 
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(G) -28'892'078 95°234'229 double its business volume with no 

increase in office space or staff. 
Total Ord. '54 ...... 1,599,910,613 12,050,122,439 Mutual occupies the first 13 floors, 











Total Group ’54........ 1,408,467,822 6,755,183,879 
Total Ind. ’54 . 405,132,619 2,665,009,739 
All Classes ... 3,413,511,054 21,470,316,057 
Total Ord. ’53 1,440,827,965 11,352,796,108 
Total Group ’53 996,045,308 5,893,451,787 
Total Ind. ’53 386,688,911 2,591,975,110 
All Classes ..... 2,823,562,184 19,838,223,005 










OHIO FRATERNALS 
New Business In Force 





using less space than in the old home 
office at 34 Nassau Street, but the de- 
sign has enabled the company to make 
such efficient use of its quarters that 
new departments and operations have 
been added, yet still leaving room for 
200 more employes. The big illumin- 


$ $ ated weather star, atop the building, 
Alliance of Poles .... 352,850 amna.oee which changes color to signal metro- 
mer. ngarian ....... 9 ’ ’ j 
Amer. Russian Natl. .. 24,500 568,044 POlitan weather forecasts, has made 
Assn. Pollish Wom. .... 169,400 1,938,090 the structure a New York City land- 
Bro. R R Trainmen ..... 647,875 7,823,731 mark 
Catholic Knights, O... 1,346,513 8 . 
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ons 0 ENT sslscevsubstnes ,000 133, i i i i i 
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~ Pilot Mutual veces 9 sseeeseeeee : . 
v INSURANCE COMPANY OF AMERICA Serbian Beneficial .. 18,750 1 380,150 Fla., was attended by 480 agents and 
Slovak Cath. Ladies .. »750 858, their wives at the first session and 500 
HOME OFFICE ° EAST ORANGE, NEW JERSEY Slovene Mut. Ben. .... 570,500 13,974,878 2+ the second 
U. & L. Rom. Soc. .... 41,040 1,687,957 ; . 
Union, Poles on... 327,890 7,933,156 President R. Howard Dobbs keynoted 
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New Business In Force 










































the convention with an address calling 
for leading salesmen to assume greater 
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- Czech. Society .. 392,166 5,882,999 director; Bruce Batho, vice-president 
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Calls tor Early Clause 
Study in Event of War 


(CONTINUED FROM PAGE 15) 

to diabetes as an example. Before in- 
sulin, diabetics were uninsurable. Af- 
ter insulin was developed, some com- 
panies led the way in extending pro- 
tection to diabetics. Today, there is 
keen competition in aviation under- 
writing. Those behind the procession 
may lose more in public and agency 
relations than in mortality as people 
become more air-minded. Companies 
accepting cancer histories now require 
extra premiums. But the picture will 
change as cancer research pays off. 

Companies reentering the income 
disability field must be ready to with- 
stand pressure for most liberal types 
of benefits. If most companies again 
enter this field and let disability be 
used as a major motivation for pur- 
chases, a great deal of unhappiness will 
result among agents if substantial loss- 
es are to be averted, Mr. Dodd said. 

As for reinsurance, he said, it takes 
courage to accept some borderline cas- 
es for your own retention which the 
reinsurance company would accept, re- 
alizing your mortality will not be as 
low as it otherwise might be, but ben- 
efiting your company from the over- 
all standpoint, however. 

Vincent B. Coffin, senior vice-pres- 
ident of Connecticut Mutual Life, said 
the importance of the home office un- 
derwriter in guarding the mortality 
and taking only risks acceptable to the 
company is recognized, yet his influ- 
ence in stimulating new business is 
not always appreciated. New produc- 
tion flows best when field morale is 
high, which depends heavily on the 
confidence agents have in lay and 
medical home office underwriters. 

Since agents depend primarily on 
their commissions, what sometimes 
may look like undue pressure from 
them is understandable, Mr. Coffin 
said. Although public appreciation of 
life insurance has made great strides 
in recent years, it must be remem- 
bered that the agent working on an 
individual case is not dealing with pub- 
lic appreciation in the broad sense, 
but with private apathy of that par- 
ticular prospect. Describing the job of 
the agent in detail, he pointed out 
that the ability to persuade procras- 
tinators to take action is what makes 
a salesman. Home office underwriters 
should never feel that an agent did not 


do much work to sell a prospect, be- 
cause the person obviously needed in- 
surance, since this attitude is irritat- 
ing to agents. 

He stressed the importance of good 
letter writing, saying he has heard 10 
times as many complaints about cold 
or indifferent home office letters than 
about the basic decisions which re- 
quired the letter in the first place. He 
concluded with a plea for teamwork 
between home office and agents, not- 
ing both have the objective of distrib- 
uting more insurance. 

D. B. Semans, Lincoln National Life, 
discussed “Some Insurance Hazards” 
at a session conducted by Harry F. 
Gundy, Sun Life of Canada. A panel 
discussion was held on trends in large 
cases, business insurance problems, ap- 
propriate limits of insurance, exam- 
ination requirements and double in- 
demnity on large cases. Doane Arnold, 
New England Mutual Life, was moder- 
ator and panelists were C. S. Gillespie, 
Occidental Life, William H. Green- 
wood, Provident Mutual Life, Henry 
J. MacKenzie, Aetna Life, Barton S. 
Pauley, Prudential, and Bruce D. Shep- 
herd, Berkshire Life. 

D. Rae MacLeod, Manufacturers Life 
of Canada, reported on a mortality in- 
vestigation of Chinese and Japanese 
lives in Canada and the U. S. Mr. Ar- 
nold presided. Ernest A. Carlson, Mas- 
sachusetts Mutual Life, Charles H. Ed- 
wards, Guardian Life, William H. Har- 
rison, Security Mutual Life, W. Allan 
Keltie, Great-West Life, and William 
H. Schmidt, Mutual Life of New York, 
discussed guaranteed acceptance, re- 
view of substandard issues, develop- 
ment of new agents and new under- 
writers. The panel moderator was John 
M. Huebner, Penn Mutual Life. 

Francis E. Kavanaugh, John Han- 
cock, was chairman of an industrial 
underwriting session. James J. Dier- 
sing, Western & Southern Life, the 
moderator, Wray M. Bell, London Life, 
J. Carroll Rhodes, Baltimore Life, and 
Millard D. Wheeler, Monumental Life, 
acted as an industrial quiz panel. Sit- 
ting as an industrial case clinic were 
Clyde R. DeHaas, Equitable of D. C., 
the moderator, George F. Vaeth, Sun 
Life, Russell L. Wagner, National Life 
& Accident, and Homer A. Gilbert, 
Prudential. 

The occupational committee, with 
Chairman Carlson presiding, conduct- 
ed a session. After Mr. Dodd’s greet- 
ings, Charles A. Will, Guardian Life, 
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spoke on the brewery industry. A 12- 
months’ report on atomic energy was 
given by Col. Reuel C. Stratton, Trav- 
elers. 

Military underwriting talks were 
given by Gaylord L. Paine, Connecticut 
Mutual Life, on the U. S. Coast Guard 
academy, Henry G. Harns, Acacia Mu- 
tual Life, on the U. S. Naval Academy, 
William Harrison, New York Life, the 
U. S. Military academy, David Cart- 
wright, Minnesota Mutual Life, Air 
ROTC, and Paul Shea, Penn Mutual 
Life, U. S. Air academy. The program 
concluded with a film on “Nuclear Re- 
actor for Research.” 


Mutual of N. Y. Slates 


Five Regional Meetings 


Mutual Life of New York is holding 
regional conferences with a record 
high 811 top-ranking agents to discuss 
the 1955 program. National Field club 
members are meeting May 18- 
19, 126 western division members in 
Los Angeles; June 1-2, 130 southern 
division members in Old Point Com- 
fort, Va.; June 9-10, 164 eastern divi- 
sion members in Bretton Woods, N. H.; 
and June 17-18, 145 central division 
members at Mackinack Island, Mich. 
Two hundred fifty Top club members 
met in Victoria, B. C. 
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Plea for More Study Stalls Variable Annuity 


(CONTINUED FROM PAGE 1) 





anteed a certain number of dollars, the 
individual buying a variable annuity 
would be credited with a certain num- 
ber of units which would, in effect, 
represent his share of the value of the 
assets in the variable contract account. 
When he became entitled to benefits 
the units payable to him would be con- 
verted as they became due into their 
current dollar values. The value of the 
assets in the special account would be 


the yardstick for determining these 
dollar values. 

“The main feature of an annuity,” 
said Mr. Shanks, “is that it involves 
the systematic liquidation of a princi- 
pal amount over a lifetime, with actu- 
arial application of mortality tables— 
a typical and traditional life insurance 
company responsibility and function. 
That feature is present in a variable 
annuity—which might be issued either 
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on an individual basis or a group basis. 

“A variable annuity represents a 
logical extension of the participating 
principle, so familiar in life insurance, 
under which the contract holder shares 
in the results of the issuing company’s 
operations. The dollar amount of pay- 
ments and values would depend upon 
investments results.” 

Mr. Shanks gave the following ex- 
ample, based on a variable annuity 
contract calling for a $500 annual pay- 
ment: This $500 payment might buy 
in 1955 50 units. In 1956 the $500 might 
buy 45 units, while in 1957 it might 
buy 60 units. The changing number of 
units purchasable with each year’s 
$500 payment would reflect fluctua- 
tions in the value of the assets in the 
account. 

At age 65 the purchaser might have 
accumulated a total of 1,200 units. His 
contract might provide that he could 
take his retirement benefits in the form 
of an annuity either in fixed-dollar 
amounts or on a variable basis. If he 
chose the variable benefits the actu- 
arial tables might, for example, entitle 
him to an annuity of 100 units a year 
for life after age 65. This might re- 
sult in variable annuity payments in 
the first year of retirement having a 
dollar value of $1,000, in the second 
year $1,100, in the third year $900, 
etc., again depending uvon fluctua- 
tions in the value of the assets in the 
special account. 

Pointing out that the variable an- 
nuity idea is not new, Mr. Shanks de- 
scribed the College Retirement Equities 
Fund affiliate of Teachers Insurance & 
Annuity. He said 85% of the college 
professors and teachers participating 
have voluntarily elected to have the 
maximum permissible portion (50%) 
of retirement contributions on their 
behalf paid into the variable plan. He 
also mentioned that a number of em- 
plovers have set uv uninsured retire- 
ment plans using the same principle. 
But this is not practicable for smaller 
employers and the effect is to discrimi- 
nate against them. 

The variable annuity by no means 
Cepends for its justification on a pre- 
diction of further inflation, Mr. Shanks 
emphasized. 

“The attractiveness of stocks in a 
retivement program is tied to the ex- 
panding economy, which is something 
to be expected and hoped for whether 
or not the value of the dollar goes 
down,” he said. There is also the fact 
that price levels rose an average of 
2% a year from 1900 to 1950, said Mr. 
Shanks, a trend likely to be more 
marked, since inflationary steps are 
the obvious approach for either party 
in avoiding a “politically unthinkable” 
major depression. 

“A principal reason why we con- 
sider it important that variable an- 
nuities should be issued by and as a 
part of the business of established life 
insurance companies is that marketing 
of these contracts will require careful 
supervision to minimize misunder- 
standings and misrepresentations,” Mr. 
Shanks said. “There seems to be every 
likelihood that variable annuities are 
going to be sold, and fairly soon, from 
some source. The trained agency forces 
of established life insurance companies 
are in the best position to sell such 
variable annuities as a logical segment 
of their responsibilitiy for analyzing 
and understanding financial require- 
ments of American families for a long- 
term period. 

“We are convinced that the public 
would be better protected by the sale 
of variable annuities by agents who 
also sell life insurance and conven- 


tional fixed-amount plans than by the 
sale of variable plans by agents who 
are selling nothing but variable plans 
and who would thus have the over. 
riding personal financial incentive tp 
slant all sales arguments in favor of 
the variable type plan exclusively. 

“Of even greater importance, per. 
haps, is the fact that these life in. 
surance agents are subject to the 
regulatory requirements of our state 
department of banking and insurance 
State laws and regulations prohibiting 
misrepresentation, false advertising 
discrimination, and such matters, wil 
afford protection in the sale of variable 
annuities by licensed life insurance 
agents. It is appropriate that trained 
life underwriters should have available 
this additional item in their broad 
choice of plans for meeting varying 
needs of different prospects.” 

Answering the question, “are vari- 
able annuities really annuities,” Mr. 
Shanks said the definition is widely 
accepted and understood. The Treas. 
ury department has issued a formal 
ruling that variable annuities are an- 
nuities. 

“We can’t take too seriously efforts 
to tie this dynamic life insurance busi- 
ness to 18th century legal definitions 
—any more than we would expect to 
see 18th century definitions of inter. 
state commerce used to determine 
whether airplanes or television were 
included,” he said. “The law of busi- 
ness grows and expands just as busi- 
ness grows and expands. State regula- 
tion of business—particularly in pro- 
gressive states like New Jersey — has 
provided flexibility and an opportunity 
for new, forward-looking developments 
rather than rigid conformance to pre- 
existing patterns.” 

Mr. Shanks said the best way for 
legislation to permit this flexibility 
and opportunity is to cover the essen- 
tials in somewhat broad and general 
terms without restricting management 
discretion to the point where the law 
becomes a straitjacket. 

Mr. Shanks pointed out that Pru- 
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dential plans to guarantee the mortality 
and expense assumptions in its variable 
annuity contracts, although the bills 
would permit a company not to guar- 
antee these assumptions if it chose. 
CREF does not guarantee them. 

As for the mutual funds, Mr. Shanks 
said he’d talked with an “emissary 
representing their position” and it 
seems that they fear competition from 
variable annuities, they say the life 
companies would have a federal tax 
advantage, and would be regulated by 
state governmens rather than by the 
federal government. 

On the score of competition, the 
mutual funds are already in competi- 
tion with life insurance and annuity 
sales for the consumer’s dollar, he 
said, and “we are accustomed to com- 
petition and we think it is good for the 
American people.” 

But the foremost point is that mutual 
funds can’t write annuities, so it fol- 
lows that no one is trying to move in 
on something the mutual funds can do, 
he said. Variable annuities and mutual 
funds have a different purpose and a 
different appeal. Mutual funds give 
their purchasers freedom to get in and 
out of the market. Variable annuities 
would be no good for this, for there 
would be serious deterrents to the con- 
tract holder who might wish to cash 
in his investment in the variable plan. 

Mr. Shanks also gave figures—and 
offered to supply technical and detailed 
data—showing that the life companies’ 
supposed tax advantage is more ap- 
parent than real. 

@ o e 

Francis J. Werner, a Camden Demo- 
crat who is a Prudential industrial 
agent and a member of the New Jersey 
assembly, was an effective supporter of 
the Prudential bills. He said that as 
an organizer and president of local 110 
of the industrial agents union, he had 
on many occasions been in disagree- 
ment with the company but that he 
was for the variable annuity bills and 
felt that the public is entitled to a 
choice of retirement contracts and that 
therefore the bills are in the best in- 
terest of the public. 

Carl Herzog, a district manager of 
Prudential said “we feel the fixed dol- 
lar is a handicap” and that buyers 
want to know what the dollars will be 
worth when they come back later on. 

Gordon Fish, a district agent of Pru- 
dential and secretary of the Delaware 
County Life Underwriters Assn., said 
he would welcome a means of provid- 
ing income geared to the times. 

William P. Stevenson, Prudential 
manager at Trenton, said the variable 
annuity would enable a man on a pen- 
sion to keep up the economy. 

Edward Jaeger, who is with Pru- 
dential at Woodbury, N. J., recalled 
that in the 1930s he sold quite a num- 
ber of retirement annuity units of $100 
each that guaranteed a certain income 
on reaching age 50, 55 or 60. He said 
he sold them believing them to be ex- 
cellent investments but he has had the 
sad experience of having some of his 
friends now collecting income tell him, 
“Ed, that contract isn’t as good now 
as when you sold it to me.” 

Leading off for the opposition was 
Philip J. Torsney, legislative chairman 
of the New Jersey Life Underwriters 
Assn. and manager for Metropolitan 
Life at Bloomfield. He emphasized that 
traditionally the companies and the 
agents have worked together on New 
Jersey legislation and that “we as life 
underwriters have tremendous respect 
for the Prudential.” He said the com- 
pany is offering something extremely 
Salable and that the agents could 
easily cash in on it. ’Yet we are here 


to tell you ‘please go slow’. 

Mr. Torsney said that the agents 
have tried to build up a professional 
attitude in the interest of the policy- 
holders and that the association con- 
siders it not to be in the best interest 
of the public to sell the variable an- 
nuity. 

He conceded that the people who are 
investing in the College Retirement 
Equities Fund are doubtlessly well 
educated "but what will the aver- 
age policyholder think when someone 
comes to talk about the variable an- 
nuity?” He referred to life insurance 
being sold on projections and said 
that “we shudder” at what some agents 
might dream up in the way of projec- 
tions on the variable annuity. 

Mr. Torsney declared that there is 
a wide difference of opinion in the life 
insurance business about the variable 
annuity and he estimated that 80 to 
90% of life insurance top management 
is against the variable annuity. He 
said the proposal has not yet been 
fully explored by the life insurance 
business nor by the National Assn. of 
Insurance Commissioners, which has it 
on its agenda for the meeting that 
starts late this month. Mr. Torsney 
said the Life Insurance Assn. of Amer- 
ica and the American Life Convention 
have a committee studying the matter, 
the chairman of which is President 
Evans of Colonial Life of New Jersey. 

Mr. Torsney mentioned that it might 
be advisable to have a uniform inter- 
state pattern of variable annuity legis- 
lation. 

He also expressed the fear that life 
insurance and the life agent would 
lose a large part of their prestige be- 
cause of possible misunderstanding of 
the variable annuity. 

The Prudential bills have the ap- 
proval of the New Jersey department 
and Mr. Torsney said while we have a 
“terrific respect” for the department 
the association is concerned lest the 
bills give the department too much 
latitude, particularly if the depart- 
ment were to get into “wrong hands.” 

Mr. Torsney also raised the spectre 
of federal regulation, saying that the 
common stock investment could lead 
to the securities and exchange com- 
mission’s wanting to control the sale 
of variable annuities. Mr. Torsney con- 
cluded his presentation by saying, 
“Gentlemen please go slow.” 


Carl R. Keener, president of the New 
Jersey Life Underwriters Assn., and an 
agent of Metropolitan Life at Asbury 
Park, N. J., said the association’s legis- 
lation committee had no knowledge 
that the bills had been introduced. He 
said the agents have been selling gua- 
ranteed dollars. He denied that the 
variable annuity is a real annuity. He 
also objected on the ground that small- 
er life companies would buy lower 
grade stocks with poorer incomes. 

Watson Current, executive secretary 
of the state association, said that that 
body felt it was not in a position to 
say it was opposed to the variable an- 
nuity bills but only that it is opposed 
“at this time.” He said he himself 
would oppose it as a life agent because 
“we cannot sell it unless we believe in 
its safeguards and they are not in 
this bill.” 

George Owens, Monarch Life gen- 
eral agent and executive vice-presi- 
dent of the state association, stressed 
the fact that life insurance agents have 
long sold guaranteed dollar benefits 
and declared it would not be possible 
for an agent to sell guaranteed bene- 
fits “out of one side of his mouth and 
non-guaranteed out of the other.” 

Arthur P. Morris, general agent of 
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The gleaming white shaft of Prudential’s new regional home office in Jack- 
sonville, shown at night, dominates the landscape for miles around. The 22- 
story, 300-foot high structure is the tallest office building in Florida. It is oc- 
cupied by a staff of 1,500. The recent opening was observed at impressive cer- 


emonies. 








Continental American and vice-presi- 
dent of the Lakeland Life Underwrit- 
ers Assn., declared that variable an- 
nuities would tend to undermine the 
public’s faith in regular life insur- 
ance and destroy its sales appeal be- 
cause it would be necessary to stress 
the threat of inflation in selling vari- 
able annuities. 

W. Emlen Roosevelt, president of 
the National State Bank of Elizabeth, 
opposed the variable annuity bills on 
the ground that they would cut into 
the use of intervivos trust and said 
that options could be worked out with 
variable annuities so that the life com- 
panies could offer a complete sales 
plan. He said it would also hurt the 
sale of testamentary trusts. 

J. Taylor Woodward, chairman of 
the trust committee of the New Jersey 
Bankers Assn., said he would recom- 
mend to his committee that it oppose 
the variable annuity bills. He said the 
bankers are not afraid of competition, 
only unfair competition, his argument 
being that the variable annuity would 
have an unfair advantage in taxes. He 
said this legislation apparently indi- 
cates that Prudential means to aban- 
don the team of life agent, attorney, 
and trust company. He said he was 
surprised that the lawyers had not 
come forward, because the variable 
annuities might push them out of the 
picture. 

e e a 

Hugh W. Long, president of Funda- 
mental Investors Inc. of Elizabeth, a 
mutual fund, opposed the bills on the 
ground that it would enable a special 
class of investors to enjoy preferential 
tax treatment; also it would make pos- 
sible the sale of common stocks in a 
way that would circumvent SEC regu- 
lation and finally that it would mean 
the ownership of large sections of the 
economy by life companies, which he 
said would not be in the public in- 
terest. 

There were other financial repre- 
sentatives, including George E. Rieber 
of the National Assn. of Security Deal- 
ers, Gordon Calvert, assistant general 
counsel of Investment Bankers Assn., 
Joseph Welch, representing the Na- 
tional Assn. of Investment Companies, 
and Arthur Hausserman of the mu- 
tual fund firm of Vance Sanders & 
Co. Their general theme was either a 


plea for delay or outright opposition. 
Their main grounds were allegations 
of unfair competition tax-wise and 
circumvention of SEC regulation. 


Closing speaker of the “anti” forces 
was Salvatore Scrudato, a past presi- 
dent of the New Jersey Life Under- 
writers Assn. and an agent of the 
Metropolitan Life, speaking for the 
Hudson county association, of which 
he is legislative chairman. He made 
a very eloquent appeal, saying that it 
should not be a function of the life 
insurance agent or the life company to 
sell an investment in risk capital. 

In the rebuttal session, Mr. Shanks 
said that there had been time for the 
New Jersey association to study the 
bills since they were put into the hop- 
per in February and were discussed in 
the papers in February and March. As 
for the argument that the New York 
bill had lost out, he pointed out that 
this was for the formation of a special 
company to sell only the variable an- 
nuity. He recalled that there are al- 
ways people who oppose new ideas, 
that when Prudential was formed 80 
years ago the wisdom of selling indus- 
trial insurance was questioned. The 
same attitude prevailed toward the 
sale of group insurance and of decreas- 
ing term insurance. He said he was not 
surprised at “the solid opposition of 
Wall Street.” 

Mr. Shanks observed that delay is 
the conventional means of opposing 
legislation like this. 

There was considerable questioning 
by members of the committee, mostly 
in the direction of eliciting further fac- 
tual information about the variable 
annuity contract. 





Agents’ Wives Give Ideas 


at Monumental Convention 


Theme of the four-day agents’ con- 
ference held by the President’s Club 
of Monumental Life at Miami Beach 
was “How can the Company Further 
Help the Agent in the Field?” 

Wives attended all business sessions 
and expressed opinions on how they 
can help their husbands achieve sales 
success. Company officers will study 
the transcripts for more ideas helpful 
to the sales staff. Tribute was paid 
charter members of the club. Ninety- 
five guests attended. 
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Expansion Needs Detailed Planning 


Watching from the sidelines the 
growth and development that life com- 
panies in all categories are enjoying, 
we are struck with the tremendous de- 
gree of the variation among them in the 
vitally important matter of definitely 
planning and blueprinting their future 
expansion. There are of course com- 
panies that nobody could reasonably 
criticize on this score but many others 
show little evidence of the kind of ac- 
curate planning for expansion that is 
characteristic of successful businesses 
in other fields. 

It is of course true that all life com- 
panies have the wish to be larger and 
more important. Most are looking 
toward the time when they will operate 
in additional territory. But exact, 
definite plans are too often lacking. 
There should be known goals and ob- 
jectives announced, restated, and re- 
ferred to at regular intervals. The 
growth aims of every company should 
be a matter of planning, not happen- 
stance. In these times when prosperity 
is almost universal it is all too easy to 
ascribe to managerial astuteness credit 
for expansion that is really nothing 
more than riding along on the wave of 
general prosperity. The real test is 
not how well is a company doing but 
rather how much better is it doing 
than just moving along with the flood 
tide? 

Obviously, a company that is just 
drifting with the prosperity tide will 
also drift with the tide when it begins 
to ebb. The way to avoid this is 
through definite, long-range planning 
and the time to engage in this is while 
times are good rather than waiting 
until the tide begins to flow in the 
other direction. For example, the idea 
of a 5-year plan is very popular in 
business as well as in government 
circles. Applying it to a life company, 
if there is to be a 5-year plan, just 
what should it provide? It is not 
enough to say that by the end of five 
years there will be a larger number of 
agents, that the company will be operat- 
ing in more states, or that by the end 
of five years the company expects to 
have so-and-so much life insurance in 
force. 

The whole procedure should be much 
more detailed than this. If a company 
has, say, 450 producing agents today, 
how many is it going to have in 1960? 
In what agencies and in what states 
are they to be added? If new territory 
is to be entered, which states are to be 
selected for development? Why these 
particular states instead of some 
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others? How much is to be spent for 
territorial development, for a training 
program, for the bringing out of new 
policies, for financing agents, for back- 
ing them up with advertising, and in 
what areas might the money be spent 
the most effectively? 

There should be answers to these 
and numerous other questions because 
an expansion and growth program can 
be carried on successfully only if all 
such details are taken into account. 

Without assuming what could appear 
to be a super-critical attitude, we do 
have the feeling that there are some 
companies that are not taking the time 
and trouble to shape up their growth 
plans in the comprehensive and all- 
inclusive way that is necessary. The 
incomparably favorable years that life 
companies have been experiencing re- 
cently have lulled many of them into 
the belief that such penetrating plan- 
ning, and the hard work that accom- 
panies it, are not necessary. Because 
the average life company can float 
along today with the tide and make a 
creditable showing without alert, vig- 
orous management, the illusion too 
often exists that alert, vigorous man- 
agement is being exercised when about 
all that could be actually said is that 
the management is doing nothing to 
actively impede the company’s pro- 
gress. Certainly the record during the 
past five years shows that the exper- 
ience of just about all companies has 
been favorable, without too much re- 
gard to the kind of management that 
has been at the helm. 

No one should be misled into believ- 
ing that the conditions which have 
been so exceptionally favorable to life 
companies, notably the general up- 
swing of the economy, will continue 
unchanged in the years ahead. Just as 
life companies have been favored by 
conditions over which they have had 
no control, so they could be damaged 
by unfavorable developments in the 
general economy which again they will 
not be able to manage or influence. 

Companies are constantly admonish- 
ing their agents to “plan your work 
and work your plan.” This is good 
advice but it is something that should 
be more prevalent than it is among 
companies generally. Only by proced- 
ing in an alert, vigorous, progressive 
and creative way, even when condi- 
tions do not force them to, can com- 
panies be best prepared for the pos- 
sibility of times when these qualities 
of management will be vital for 
survival. 
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C. Lawrence Leggett, Missouri in- 
surance commissioner, received slight 
injuries in an auto collision near Jef- 
ferson City, Mo. 

Comptroller Maxwell L. Hoffman of 
National Assn. of Life Underwriters 
and Mrs. Hoffman 
will celebrate their 
50th wedding an- 
niversary May 25. 
When Mr. and 
Mrs. Hoffman 
were married, Mr. 
Hoffman was em- 
ployed by the Bab- 
cock & Wilcox 
boiler company at 
Barberton, O. He 
became managing 
director of the 
Cleveland Life 
Underwriters Assn. in 1927 and went 
to the National association in 1929. The 
Hoffmans live at 46 Mountain avenue, 
Larchmont, N. Y. 

H. Clay Evans Johnson, president 
of Interstate Life & Accident and pres- 
ident of Chattanooga Chamber of Com- 
merce, went to Washington to receive 
an award won by Chattanooga in the 
1954 Inter-City Fire Waste Preven- 
tion Contest. Chase M. Smith, chair- 
man of the national chamber’s insur- 
ance committee and general counsel of 
Lumbermens’ Mutual Casualty, pre- 
sented the award. 

Stanley M. Richman, vice-president 
of General American Life, has been 
appointed to the president’s council of 
St. Louis University. 


Shelby Cullom Davis, former first 
deputy insurance superintendent of 
New York and now head of his own 
insurance stock brokerage company, 
has been elected president of National 
Federation of Financial Analysts Soci- 
eties. 


Roy H. Sheldon, Equitable Life of 
Iowa agent, has been appointed by 
Mayor Poulson as a member of the 
Los Angeles city board of fire commis- 
sioners. 





Maxwell L. Hoffman 


L. J. Larson,executive vice-president 
of National Guardian Life, has been 
elected president of Madison chamber 
of commerce and foundation for a sec- 
ond term. He is the first MCCF presi- 
dent to succeed himself. 

Benjamin Sisson, an investment re- 
search officer for the Northwestern 
Mutual Life, has been elected president 
of Wisconsin state junior chamber of 
commerce. 








Jackson Reappointed as 


Maryland Commissioner 


Gov. McKeldin of Maryland has re- 
named Insurance Commissioner Jack- 
son for a four-year term. Salary of the 
post, now $7,599 per year, goes to $10,- 
000 annually effective July 1. Mr. Jack- 

son has been commissioner since 1952. 
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HAROLD S. STAFFORD, 69, a vet- 
eran agent for Northwestern Mutual 
Life in the F. R. Horner general agency 
at Madison, Wis., died after a long ij]. 
ness. After graduating from the Uni. 
versity of Wisconsin in 1910, he joineg 
the Wisconsin department under the 
late Herman L. Ekern and adminis. 
tered the state life fund. Later he was 
with New England Mutual and joined 
Northwestern Mutual shortly before 
World War I. 


JESSE T. WISE, 56, staff manager 
of Life & Casualty of Tennessee and 
with the company for 14 years, died 
in his home in Nashville. He had been 
a director of Nashville Assn. of Life 
Underwriters. 


ERNEST A. MACNUTT, 78, former 
vice-president and treasurer of Sun 
Life of Canada, died in Montreal. He 
joined the investment department in 
1904 and retired in 1946, remaining a 
director. 


PAUL G. DALLWIG, 69, a broker 
with the W. C. Gentry New England 
Mutual Life agency, Chicago, died 
there in Evanston, IIl., hospital. He had 
been with the agency, of which E. B, 
Thurman was the original general 
agent until retiring in 1952, for about 
30 years. 

Mr. Dallwig was known widely asa 
“layman lecturer” at Chicago Natural 
History museum. He had lectured on 





PAUL G. DALLWIG 


natural history free of charge for 
some 17 years at the museum and was 
said to be the only such lecturer in the 
country. On word of his death, museum 
officials had to cross off a list of more 
than 4,000 names of persons with reser- 
vations for Mr. Dallwig’s Sunday after- 
noon lectures. He began this facet of 
his career as a visitor to the museum 
and gradually brought along more and 
more friends. Soon he was attracting 
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ATLANTA 3, GA.—432 Hurt Bldg., Tel. Main 
1634. Fred Baker, Southeastern Manager. 


BOSTON 11, MASS.—207 Essex St., Rm, 421, 
Tel. Liberty 2-1402. Roy H. Lang, New Eng- 
land Manager. 


CHICAGO 4, ILL.—175 W. Jackson Bivd., Tel. 
Wabash 2-2704. O. E. Schwartz, Chicago Mgr. 
R. J. Wieghaus, Resident Manager. 


CINCINNATI 2, cae > Fourth Street, 
Tel. Parkway 2140. P. Woods, Sales 
Director; George C. on Associate Man- 
ager; George E. Wohlgemuth, News Editor; 
Roy Rosenquist, Statistician. 

DALLAS 1, TEXAS—708 Employers Insurance 
Bldg., Tel. Prospect 1127. Alfred E. Cadis, 
Southwestern Manager. 

DETROIT 26, MICH.—502 Lafayette Bidg., 
Tel. Woodward 1-2344. A. J. Edwards, Resi- 
dent Manager. 


KANSAS CITY 6, MO.—605 Columbia Bank 
Bldg., Tel. Victor 9157. William J. Gessing, 
Resident Manager. 

MINNEAPOLIS 2, MINN.—1038 Northwestern 
Bank Bldg., Tel. Main 5417. Howard J. Meyer, 
Resident Manager. 

NEW YORK 38, N. Y.—99 John Street, Room 
1103, Tel. Beekman 3-3958. Ralph E. Richman, 
Vice-Pres., J. T. Curtin, Resident Manager. 


OMAHA 2, NEBR.—610 Keeline Bldg., Tel 
Atlantic 3416. Clarence W. Hammel, Resident 
Manager. 


PHILADELPHIA 9, PA.—123 S. Broad Street, 
Room 1127, Tel. Pennypacker 5-3706. E. H. 
Fredrikson, Resident Manager. 

SAN FRANCISCO 4, CAL.—Flatiron Bldg., 54 
Market St., Tel. Exbrook 2-3054. A. J 
Wheeler, Pacific Coast Manager. 
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capacity audiences. 

Mr. Dallwig, who held a doctor of 
laws degree from George Washington 
University, willed his body to the Uni- 
versity of Chicago for medical re- 
search. He left his lecture material to 
Clifford C. Gregg, museum director. 

BEN E. ADAMS. Prudential, Louis- 
ville, died in Kentucky Baptist hospital 
there. 

DR. LAWRENCE G. SYKES, 67, 
agent for the last three years of the 
Kellam agency of National Life of 
Vermont in New York City, died at 
his home in Bronxville, N. Y. He was 
medical director of insurance compa- 
nies in Wisconsin, Connecticut and 
New York and was medical referee of 
Northwestern Mutual Life in New 
York when he retired in 1952. He was 
former chairman of Hartford Medical 
Directors Assn. and former officer of 
Assn. of Life Insurance Medical Di- 
rectors of America. 











Southwestern Opening 
Agencies in Four States 


Southwestern Life, which recently 
became lincensed in New Mexico, Ok- 
lahoma, Arkansas and Louisiana in ad- 
dition to Texas, as a result of its ex- 
pansion has relinquished the position 
long held as the largest life company in 
the nation confining its operations to 
its home state. The company already is 
establishing an agency organization 
throughout the newly-entered states, 
according to James R. Wood, president. 

After 52 years of doing business only 
in Texas, Southwestern has insurance 
in force at the end of 1954 of more than 
$1,200,000,000 with assets exceeding 
$322 million. Its Texas field force of 
430 agents in 1954 produced new busi- 
ness of $145,324,000, an all-time record. 

The company’s first office outside 
Texas has been opened in the Kennedy 
building in Tulsa, and present plans 
include opening of branches eventually 
at Oklahoma City, Albuquerque, Little 
Rock, Shreveport, Baton Rouge and 
New Orleans, R. R. Davenport, vice- 
president and agency director said. 

Southwestern Life now has about $25 
million of insurance in force in the 
states being entered. Already 23 bank 
service agreements with banks in New 
Mexico and Oklahoma have been ef- 
fected. The company originated this 
premium payment plan in Texas more 
than 20 years ago, and now writes 
nearly 50% of its new business of this 
plan through agreements with more 
than 800 cooperating banks. 

The company was a. pioneer in es- 
tablishing a program of formal schools 
and correspondence courses for the 
home office staff and agency force. 

Last year three Southwestern Life 
men were named as president of three 
vrominent industry organizations. 
Frank Cooper, Fort Worth agent, is 
president of American Society of CLU, 
G. L. Soelter, vice-president and con- 
troller, is president of Life Office Man- 
agement Assn., and Mr. Davenport is 
president of LIAMA. 

Southwestern writes annuities, or- 
dinary and group life, including whole- 
sale plans for small groups. Depart- 
ments are maintained for servicing 
business insurance, group life and pen- 
sion plans, and recently a home office 
estate analysis service was added. 


Coastal Life Asks Court 


to Lift Ban on Policy 


Coastal States Life has asked Judge 
Martin in the fifth circuit at Columbia, 
S. C., for permission to resume selling 
a policy combining insurance and in- 
vestment features after Insurance 





Commissioner Kelly refused to relax 
his order forbidding its sale. 

Commissioner Kelly maintained the 
policy violates a provision of the law 
which prohibits insurance companies 
from issuing contracts promising re- 
turns and profits as an inducement to 
purchase insurance. 

The company contends the policy 
makes no specific promise of return, 
other than a share in proceeds of in 
vestment earnings, since the endow- 
ment and insurance features and es- 
tate builder account are in one con- 
tract conforming with the law. The 
policyholder, whose funds accrue to 
his credit after a lapse of two years, 
may take the cash, leave them with 
the company to be applied to future 
premiums, or allow them to be used 
for investment in the estate building 
plan. 

The attorney general’s office termed 
the policy “misleading.” A company 
lawyer said the policy was comparable 
to mutual policies which give a share 
in returns from “overcharges,” by 
whatever name called. 


New Book Has Latest 
Data on Tax Laws 


Tax Facts on Life Insurance, newly 
revised 1955 edition, developed and 
published by Diamond Life Bulletins 
department of National Underwriter 
Co. is now off the press, 

This question-and-answer, pocket- 
sized tax guide reflects latest legisla- 
tion, regulations, rulings and court de- 
cisions. It includes government-ap- 
proved tables for taxing annuities and 
insurance proceeds under settlement 
options, clear explanation of taxability 
of employer contributions to A&H in- 
surance plans, ends uncertainty as to 
the interpretation of many other pro- 
visions of the new law and provides 
essential details for its application. 

It is written in question and answer 
form and cross-indexed with the exclu- 
sive DLB Guidex which makes this 
authoritative tax book really three 
books in one. It is possible to tell im- 
mediately whether the prospect has 
one, two, or three federal tax problems. 
The information on income, estate and 
gift taxes is a quick, easy-to-use source 
of facts for review of tax problems. 
Price $1.75 for single copy, less for 
quantity orders. 





Pan-American Announces 


Annual Contest Winners 


Pan-American Life has announced 
the winning agencies and agents in its 
annual president’s month campaign. 

Winner of the president’s plaque in 
class AAA was Hester & Hester agen- 
cy, Jackson, Miss. R. A. Patrick Jr. 
agency, Lakeland, Fla., was second and 
the home office agency, New Orleans, 
third. Class AA winners were the L.- 
W. Ginter agency, Chicago, first, Clyde 
Berryhill agency, Memphis, second, 
and Muray Earnest agency, Tuscaloo- 
sa, Ala., third. Class A winners were 
Vincent J. Quartararo agency, Beau- 
mont, Tex., Texas, first, Elmon W. 
Doty agency, Beaumont, second, and 
C. Raymond Barnes agency, Corpus 
Christi, Texas, third. 

Competition in classes AAA and AA 
was based on percentage of increase of 
premiums over average premiums per 
month; class A, new general agency 
organization, was based on total paid 
premiums. 

Individual prizes were awarded to 
133 agents. Leaders were Samuel San- 
ders III, home office agency, C. A. 
Phillips, Barnes agency, and W. I. 
Parks, Hester & Hester agency. 





Conn. Mutual Mortgage Men Meet 


Forty-six mortgage loan correspond- 
ents of Connecticut Mutual Life dis- 
cussed economic conditions in key U.S. 
cities and general mortgage loan prob- 
— at a three-day conference in Hart- 
ford. 


IBM Develops ‘Random 
Access’ Memory Unit 


International Business Machines 
Corp. has developed a “random ac- 
cess” memory device for storing in- 
formation in electronic data processing 
machines. Designed for “in-line” pro- 
cessing of business transactions, it is 
expected to have considerable appeal 
for insurance companies. 

Known as the IBM 305, the experi- 
mental unit was developed at the 
company’s advanced engineering lab- 
oratory in San Jose, Calif. The first 
commercial installation will be in a 
federal agency. It is expected the IBM 
305 will rent for $1,500 a month. IBM 
only leases this type of equipment. 

Significant in the company’s an- 
nouncement is the statement that this 
unit “will be the heart of a new line 
of IBM electronic data processing ma- 
chines.” 

Installation of an IBM 305 will aug- 
ment an insurance company’s exist- 
ing electronic data processing system 
and may be used with punched cards 
or magnetic tape-operated machines. 
This unit will store 5 million char- 
acters and, when combined in multiple 


units with a single electronic machine, 
will provide a “memory bin” of great 
capacity. It looks like an automatic 
record player, consisting of a stack of 
magnetic discs mounted slightly apart 
from each other on a vertical shaft. 
Data is stored as magnetized spots 
on the discs. At the side of the stack 
is a reading and writing arm which 
moves under electronic control di- 
rectly to the “address” of the data de- 
sired. 

Use of the multi-million character 
memory and the stored program in- 
structions enable the IBM to automat- 
ically and rapidly adjust all affected 
records each time a transaction or 
change occurs. This “in line” process- 
ing makes it possible for a company to 
keep an up-to-date record of its busi- 
ness each day, so that management 
has an accurate and quick reporting 
method. Transactions are processed 
as they occur. 

The “random access” storage will 
enable an insurance company to make 
changes in a relatively short time each 
day, since the IBM 305’s multi-million 
character memory may be changed 
more rapidly than manual or other 
records stored outside the EDPM. 

















in the American Pattern of PLANNED ACTION* 


*ALEXANDER GRAHAM BELL believed in himself 
and his ability and followed PLANNED ACTION, which 
led to his invention of the telephone. 

“PLANNED ACTION” by you today can launch you 
on a lifetime, profitable career with National Reserve 
Life—the company Strong as the Strongest—Enduring 
as Rushmore! Throughout the rich area west of the 
Mississippi our one hundred and sixty million dollar 
company is engaged in a dynamic expansion program 
which offers opportunity for you. If you are ready for 
General Agent capacity, contact us today. We will be 
glad to give you complete information without ob- 
ligation—and of course, all information will be held 


confidential. 


Don't delay—plan your action today and you can 
go forward with National Reserve Life—the company 


that’s really growing! 


H. O. CHAPMAN, Pres., S. H. WITMER, Chm. of the Board 
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NEWS OF LIFE ASSOCIATIONS 





Explains ‘Reasonable’ Rule 
for Payments to Widows 


Solomon Huber, general agent of 
Mutual Benefit Life in New York City, 
told Dutchess County, N. Y., Life Un- 
derwriters Assn. that an employer can 
deduct salaries to employes and 
amounts paid to deceased employes’ 
survivors, provided the payments are 
“reasonable” compensation for past 
services. He also discussed business in- 
surance aspects of the 1954 tax code 


and recent court rulings. 

Tax regulations, recognizing the 
practice of corporations to continue to 
pay an emplolye’s salary for a limited 
time after his death, say that an em- 
ployer can deduct the payments when 
the amount of salary is paid for a 
“limited period” after his death to the 
widow or heirs in recognition of serv- 
ices rendered, Mr. Huber said. The 
courts have indicated that their atti- 
tude toward what is a “limited period” 
will depend on the circumstances. The 
Treasury now holds that the basic test 
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tive bonus to the right man. 





TOP MANAGER = TOP SALARY + TOP BONUS 


Our “equation” for a successful manager for our new Chicago agency 
is that the salary and bonus should be equal to the man's ability. We 
want the best and are willing to pay a top salary plus a liberal incen- 


The man we are looking for has at least five years of experience as 
an agency manager or assistant manager, is between 35 and 45-years- 
old, and knows the ins and outs of the Chicago market. 

We will expect him to take complete charge of developing a new agency 
for us in Chicago, using one of the fastest selling package plans in 
the country. We are one of the leading Life and Accident and Health 
companies in the Midwest with a large percentage of our business pro- 
duced in Chicago. Replies confidential—and all of our representatives 
know of this ad. Write giving full details to Box E-70, The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Illinois. 








ASSISTANT MANAGER 
J. D. MARSH & ASSOCIATES 
FINANCIAL PLANNERS 


An ambitious potential leader, between 
ages 30-37, willing to make current sacrifices 
for future earnings and prestige in the rela- 
tively undeveloped field of financial plan- 
ning. Must be intimately acquainted with 
estate planning techniques and procedures. 
A background in Life insurance, invest- 
ments, trusts and testamentary disposition 
highly desirable. This is primarily a sales 
management job requiring skill in teaching 
and managing men. Applicant's health and 
family life must be conducive to the rigors 
of seeking unusual accomplishments. Com- 
plete testing of abilities, plus personal 
analysis by industrial psychologist, required 
of each applicant. Starting compensation 
$12,000 annually, 


acquire substantial financial interest in firm. 


with opportunity to 


Furnish complete background information 
by mail, marked "Personal", including a re- 
cent photograph—all data and material 
submitted will be returned. Replies will be 
held in strict confidence. Address: JOHN D. 
MARSH, 122 MARSH BUILDING, WASH- 
INGTON (6), D.C. 

















ACTUARIAL OPPORTUNITY 


Hartford, Connecticut life insurance com- 
pany has excellent opportunity for an actu- 
arial candidate who has passed examina- 
tions 2, 3 or 4, and has fulfilled his active 
military service obligations. 

This is an unusual opportunity with a pro- 
gressive but old established life insurance 
company. Replies will be held in strict con- 
fidence. 

Send complete personal history to: E-99, 
The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 








LIFE BROKERAGE MANAGER 


Successful Life underwriter, age 35-45. LUTC or 
CLU graduate preferred. Must have personal 
production record of $400,000. Salary, $300. mo., 
plus 7!/,% override, plus personal commission. 
Replies strictly confidential. Raymond A. DuFour, 
CLU., General Agent, Pacific Mutual Life In- 
surance Company, I51! K Street, N. W., Wash- 
ington, D. C 








LIFE AGENCY 
SALES DIRECTOR 


Unusual opportunity offered by progressive East- 
ern Seaboard Company for home office agency 
director. Must be good personal producer with 
successful background in selling, recruiting, and 
training men for Life Insurance Agency Sales. 
Must be go-getter. Salary open and Seperreeny 
unlimited for right man. feces write fully in first 
letter giving complete experience background. 
Enclose recent photograph. Box F-5, The National 
be oe ag Co., 175 W. Jackson Blvd., Chicago 
, Hlinois. 











GENERAL AGENT 
OPPORTUNITY 
Salary, bonus, stock purchase privilege and 
opportunity to become general agent for 
qualified life agency manager in 30 million 
dollar agency. Write Box 6290, Coral 
Gables, Florida. 








is whether the amount paid to the 
widow is “reasonable,” and that the 
“limited period” provision is, in turn, 
only a test of reasonableness, he said. 

The Treasury, in a ruling, said that 
because payments were to continue 
only while the  beneficiary-widow 
lived and remained unmarried, the de- 
duction could only be taken in install- 
ments as paid. Payments received by 
the widow are taxable to her. A later 
ruling made it clear that a corpora- 
tion, on the accrual basis, could take a 
deduction only for the year that pay- 
ment actually was made to a benefi- 
ciary. 

Mr. Huber said that, in view of two 
other cases decided since the first 
ruling, it seemed reasonable to con- 
clude that the Treasury was giving up 
its fight to tax payments beyond two 
years when a contract is in effect and 
the salary would have been reason- 
able if added to what the employe re- 
ceived during his lifetime. 


Ohio Agents Opposing 
Credit Union Group Life 


COLUMBUS, O.—Much opposition 
has arisen against the bill introduced in 
the Ohio House by Rep. Taft of Cin- 
cinnati, which would permit credit 
unions to give group life insurance to 
depositors in amount of savings de- 
posited. Ohio life agents have issued a 
statement opposing the bill. Agents are 
being urged by their various local as- 
sociations to write their objections to 
their legislators. 

Some of the objections are that the 
bill violates the insurance principle of 
indemnification for loss; an indefinite 
amount is provided at death since a 
depositor may have withdrawn most of 
the amount previously; underwriting is 
unsound since the depositor selects the 
amount of insurance; cost is not equal- 
ly and fairly distributed; life insurance 
is being treated as a commodity instead 
of a service; it would open the door for 
building and loans, banks, and any oth- 
er institutions, financial or otherwise, 
to offer life insurance as an induce- 
ment to increase their business; and 
many individuals may be encouraged 
to rely on this “cheap and inferior type 
of insurance” and allow their regular 
life insurance to lapse. 


Dallas Life Men Elect 


W. P. Whaley, Texas Prudential gen- 
eral agent, has been elected president 
of the Dallas Assn. of Life Underwrit- 
ers to succeed J. E. Bailey, American 
National. Other new officers are: Vice- 
presidents: Woodie Wood, Southland 
Life, and Lonnie Sutherland, North- 
western Security Life; secretary, Ted 
T. Teel, American Hospital & Life, and 
treasurer, Norman Vanderwoude, 
Equitable of New York. 


Philadelphia Nominees 


The nominating committee of Phila- 
delphia Assn. of Life Underwriters has 
selected for election in June Jerome H. 
Pennock, Penn Mutual Life, as presi- 
dent; Frank C. Ulrick, Prudential, as 
lst vice-president; Herbert M. Cady, 
Connecticut General Life, 2nd vice- 
president; and Norman W. Rowley, 
Massachusetts Mutual Life, as treas- 
urer. 

Board nominees are L. Kent Babcock 
Jr., Aetna Life, Thomas A. Dent Jr., 
Bankers Life of Nebraska, Aaron C. F. 
Finkbiner Jr., Northwestern Mutual 
Life, Lucien A. Hauslein, Provident 
Mutual Life, and John L. Marshall, 
Union Central Life. 


Chicago Life Women Set Annual 

Chicago Women Life Underwriters 
will hear Rev. John Hubbard, rector 
St. Mary’s Episcopal Church of Park 
Ridge, Ill., on “A Clergyman Looks at 
Life Insurance” at the annual meeting 
May 20. 


Pontiac Assn. Names Perry 
Harvey Perry, State Farm Mutual, 
has been elected president of the Pont- 
iac (Mich.) Assn. of Life Underwriters. 
Other newly elected officers are: 
lst vice-president, Ben Shaw, Life of 


—— 


Virginia; 2nd vice-president, Olin La- 
Barge, Confederation Life; 3rd _ vice. 
president, David H. Speer, Lincoln 
National Life, and treasurer, John 
Stewart, Life of Virginia. 

Syracuse—William E. Walsh, vice-president 
of Equitable Society, spoke on ‘‘Responsibjj. 
ities - Opportunities.” He said the men in 
the home office and field have been so 
with immediate duties that they have not 
convinced the public and governing officials 
sufficiently of the true importance of life 
insurance as an ic dity and as 
an educational instituion. 

Milwaukee—Rex Reeder, executive vice. 
president of Marine National Bank of Mil. 
waukee, was the guest speaker at the monthly 
meeting of Life Managers and General Agents 
Assn. of Milwaukee. He discussed interna. 
tional affairs from a laymen’s viewpoint. Sec. 
retary Harold F. Bowes manager Phoenix 
Mutual Life, announced that the annual golf 
tournament and outing will be held June 17 

Green Bay, Wis.—New president of the 
Northeastern Wisconsin association is A. J, 
Menier, New York Life, Sturgeon Bay. He 
succeeds S. J. Kresky, National G 
Green Bay. C. P. Burkart, Metropolitan, 
Green Bay, is vice-president; Melbert Glavwe, 
Mutual Trust secretary; Robert Neu, National 
Guardian, treasurer. 


Los Angeles—A southeast branch of the asso- 
ciation was formed at a meeting in Huntington 
Park, with 72 members present. George M. 
Scott, Metropolitan, is president; John C. Glan- 
field, Prudential, 1st vice-president; W. C. Har- 
grove, Washington National, 2nd vice-president, 
and Robert Hertzler, American National, secre- 
tary. Jack White, Prudential, trustee of NALU, 
installed the officers and delivered the principal 
address. 

Austin, Tex.—Addressing the April meeting, 
R. L. McMillon, Business Men’s Assurance, 
Abilene,Tex., said many times when he has 
failed to close the prospect he leaves some 
little item to give him a reason for returning 
in a few minutes. This many times has re- 
sulted in sales, he related. The prospect had 
been unwilling to discuss the matter with 
his wife while the salesman was present 
or until he had a chance to check his bank 
account. Because of this, Mr. McMillon said 
he never schedules calls so that he cannot 
spend an extra 15 minutes with the prospect. 

Pittsburgh—Donald C. McCune, agency sup- 
ervisor of Fidelity Mutual Life, discussed 
the transition from policyholders to clients 
at the Butler branch on May 5 and at the 
Fayette county branch May 12. E. Donald 
Fuerst, partner in the Manhattan Life general 
agency, talked on “Natural Prospecting” 
to the New Castle branch, also on May 12, and 
Raymond J. Rotthoff, agent of Knights Life, 
talked about “Prospector Gold on the De- 
bit” at the Beaver Valley branch May 13. 

Green Bay, Wis.—B. W. Reagles, field 
supervisor for National Guardian Life, Madi- 
son was the speaker at the May meeting of the 
Northeastern Wisconsin Assn. of Life Under- 
writers. 

Newark—The 
Schwemm, 
Chicago. 


Wheeling, W. Va.—Speaker was Howard W. 
— director of agencies for Ohio State 

e 

LaCrosse, Wis.—The Western Wisconsin as- 
sociation was addressed by Paul J. Quillin 
of the Hughes-Quillin agency for Mutual 
Benefit Life at Milwaukee. 


Columbus, O.—Trends in pensions, profit 
sharing and fringe benefits were discussed by 
M. D. Conklin, assistant treasurer of Champion 
Paper & Fiber Co., Hamilton, O. 

Pittsburgh—George L. Follansbee, head- 
master of Shady Side academy since 1954 and 
former instructor and coach at Phillips Andov- 
er academy, discussed ‘‘Perpetual Education” 
at the May 17 meeting. National quality awards 
and 100% agency membership certificates were 
presented. 

Saginaw, Mich.—An address was made by 
William Mansfield, assistant manager of Equit- 
able Society at Detroit. 

Kalamazoo, Mich.—Speaker was Dr. Gamber 
F. Tegtmeyer, medical director of Northwestern 
Mutual Life. 


Port Huron, Mich.—Fifteen area men have 
completed the second annual 25-week education 
program sponsored by the association. Ralph H. 
Cochrane has been the instuctor. 

Milwaukee—Provisions of the new tax law 
were explained by C. B. McCaffrey, director 
of advanced training for Northwestern Mutual. 

Fort Wayne, Ind.—R. W. Osler, vice-presi- 
dent, Rough Notes Co., Indianaplis, talked on 
the future of the American agency system. 


St. Louls—Speaker was Mrs. Elsie Doyle, 
Union Central Life, Cincinnati, who is a can- 
didate for reelection as trustee of NALU. 


Beaumont, Tex. Competition was the sub- 
ject of Gilbert H. Sawyer, superintendent of 
agencies of Pan-American Life. 

Wausau, Wis.—Speaker at the April meeting 
of the Wisconsin Valley association was Herb- 
ert Elston, vice-president of Minnesota Mutual 
Life. 





speaker was Earl M. 
manager of Great-West Life in 
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Final MDRT List Puts ‘55 Bill Would End Double end of the second war and the largest Qyardian Life Appoints 


Membership at Record 1557 


(CONTINUED FROM PAGE 2) 


Dean Beebe, Pancreas Mutual, anti 
tial » Roseburg, Ore. 


. W. Calhoun, Great Southern Life, 
Houston; Gordon aa gy ® ‘utual, N. Y., 
Francisco; R. E. Connecticut Gen- 


Curtis, J: 

eral, — w. L. Doherty, Aetna Life, Hous- 
ton; Louis Freedenberg, Home Life, New York 
City; C. J. Geraci, Prudential Ins., Newark; B. 
H. a Jefferson Standard, Harlingen, Tex. 
ingen, 

& —e La Contetenosion del Can., = 
vana; M. J. Hamilton, Mutual Benefit, N. 
ene H. L. Harvey, ggg ay Iowa, Kain. 


Samuel 
cues, So. Africa 
dependent, Detroit; H. M | TR, New York 
Life, Arlington, Va.; H. H. Kingsto 
Mutual, Rochester, z ¥.3 
Life, po am J. B 
Life, W 
ecticut Mutual, 


Prud learwater; F. W. Ryan, 
achusetts Mutual, Detroit: Bill “Scott, Great 
Southern Life, Pecos, Tex.; A. Silverman, 
os Life, Philadelphia. 

D. Stein, Aetna sol  Saiceso: M. 
trisko, ee Mutual, 


W. L. Whatley, New York Life, Tulsa; W. 

Yost, New York e, Salina, Kans.; R. 

Partridge, New England Mutual, Boston 
QUALIFYING (First Time) 


els, New England 7, 3 aie York 
. Besecker, New York Lif > a 
m M. . Bicket, Mutual, 

D. Carmichael, eee 
General Life, ‘Houston; K. W. er yy Mu- 
tual Benefit, N. J., Midland, Mich.; D. Com: 
mons, Penn Mutual, Aurora, T.; e J. Dore, 
Jr., Berkshire Life, Detroit; J. G. Dornan, 
Philadelphia eg Philadelphia; G. H. Dor- 
wart, Berkshire Life, Philadelphia; C. A. Duke 
Jr., New York Life, Towson, Md.; s. D 
John Hancock Mutual, Nashville; A. 
stein, United Benefit Life, Philadelphia; J 
ee United Services Life, W. 
J. Fine, Northwestern Mu ‘Richmond: 
J. Harvey Gage, Manufacturers Life, Cape 
Town, So. Africa. 


L a Graham, Northwestern Mutual, Chica- 
go; O. C. Green, Metropolitan Life, Anniston, 
Ala.; Ny * Greenhouse, Mutual Benetit, N. J., 
New York City; R. C. Ra ry United Serv. 
ices Life, Washington, D. C.; H. N. 
Occidental Life Calif., Beverly Hills 
R. A. Johnson, Connecticut Mutual, ‘Denver; 
R. E. Kayler, New York Life, Phoenix; Charles 
Lem, New York Life, dison, Wis.; Nat Le- 
vine, Great West Life Assur., Montreal; J. 
og og Canada Life Assur., New York 
City; F. MeNair, III, Jefferson Standard, 
Bethesda, Vimae G. P. Mahler, Massachusetts 
Mutual, a; > C. Maltby, New York 
Life, Oakland; Manzi, New York Life, 
= Vegas; R. w. Miller Jr., New York Life, 
. Cos od K. M. Newton, New Eng- 


ag! Olsen, Northwestern hy New York 


iN, Howard, 


City; J. . A, eg Jefferson Standard, Cleve- 
land; Bernard Ra wiszer, New York Life, New 
York City; K. R. Robson, Massachusetts Mu- 
tual, Newark; L. D. Rothensies, Penn Mutual, 
Wilm: on; . hi Jr.. New York 
Life, Trenton; S. Sworski, New York Life, 

Angeles; L. 7 Tibensky, Northwestern 


Mutual, Chicago; Knox Turnbull, Provident 
Mutual, Charlottesville, Va.; W. E. Walden, 
Jackson Life, Houston; D. S. Watson or 
ceased), New York Life, a York City; G. 
C. Webb, United Services Life, Lawton, Okla.; 
E. F. Wightman, Connecticut General, Wauke- 
gan, Ill.; William Winnick, United Life & Acc., 
New Haven; M. C. Wong, Occidental Life, 
Calif., Honolulu. 





Manufacturers Opens Minn. 


Branch: Bennett Manager 


Manufacturers Life has established 
a Minnesota branch, naming Donald L. 
Bennett manager with headquarters at 
Minneapolis. 

Mr. Bennett, who has wide insurance 
experience, for three years was man- 
ager of the life department of Marsh 
& McLennan, Chicago. He is a CLU. 


April Sales Jump 46% 


New paid sales of Franklin Life dur- 
ing April, excluding annuities, showed 
an increase of 46.4% over the same 
month last year. An all-time record for 
business produced in one day was €s- 
tablished April 18 with 2,424 sales for 
a total of $12,239,901. 


Milwaukee CLUs Elect 


Hyman B. Parks, Prudential, was 
elected president of the Milwaukee 
CLU chapter at the annual meeting, 
Succeeding Harold W. Hibscher, New 
York Life. Aubrey Comey, National 
Life of Vermont, becomes vice-presi- 
dent, and Lester A. Wilbert, Northwest- 
ern Mutual, secretary-treasurer. 








Double Liability on Loans 


(CONTINUED FROM PAGE 1) 
be subjected to delays in receiving 
payments pending investigation of pos- 
sible bankruptcy proceedings against 
the policyholders. 

He said the problem is significant, 
because at the end of 1954, life com- 
panies doing business in the U. S. had 
outstaiiding millions of individual loans 
on policies, aggregating more than $3 
billion. in 1954 alone, cash surrender 
Payments to policyholders amounted 


Penn to more than $800 million. The total of 


life benefit payments in 1954 was near- 
ly $5 billion. 
e e ‘J 

Many companies receive hundreds 
of requests for such payments every 
day, Sen. Kilgore pointed out. Most do 
business on a national scale, and it is 
impossible for a company with head- 
quarters in one city to know whether a 
| caliesaiiibe in some other section of 


W. the country is undergoing bankruptcy 


proceedings. To require the company to 
make an investigation in each instance 
would be a time-consuming task. If 
the companies were to assume the risk 
of double liability on the policies of 
bankrupt policyholders, it would be 
unfair to their policyholders. If the 
companies were to attempt to eliminate 
this risk by withholding payments 
g. Pending bankruptcy investigations, the 
result would be a delay of payments to 
millions of policyholders and benefici- 
aries who have come to expect immedi- 
ate payment in time of need. Sen. Kil- 
gore said that his bill will enable the 
companies to prevent this situation 
from developing. 


Occidental, Cal., Shows 


Big Gains for lst Quarter 


Insurance in force of Occidental Life 
of California for the first three months 
gained $157,743,925, up 32% over the 
same 1954 quarter, reaching a total of 
$5,419,449,929. 

Paid ordinary sales were $175,540,- 
569, a gain of 14%, and new paid group 
was up 23%, totaling $92,418,598. Ordi- 
nary A&H premiums increased 6% to 
$1,195,410, and total ordinary and 
group A&H premiums collected to 
March 31 amounted to $14.3 million, 
a 7% gain. 








Brochure on Organization 
Published by College 


Twelve principles of effective man- 
agement are included in a new bro- 
chure, Life Insurance Company Organ- 
ization, published by American College 
and added to its list of suggested read- 
ing for the college’s life insurance agen- 
cy management study program. Authors 
are Harry J. Volk and Thomas Allsopp, 
vice-president and 2nd vice-president, 
respectively, of Prudential. 

H. C. Graebner, dean of the college, 
said company executives who saw the 
study in manuscript form felt it gave 
them excellent perspective for evaluat- 
ing their own company organization 
picture. The authors developed the sub- 
ject on a foundation of general prin- 
ciples of organization that apply to all 
types of business, then related these 
principles to operation of a life insur- 
ance company with emphasis on the 
agency department. 





Names Despres in Maine 

Franklin Life has named A. J. 
Despres manager in the Auburn-Lewis- 
ton, Me., area. Mr. Despres formerly 
was with Prudential. 


Pru Farm Loans Hit $401,800,000 
Prudential on April 1 had 39,838 

farm loans totaling $401,800,000, rep- 

resenting a 250% increase since the 





amount in company history. 

The account comprises general farm- 
ing, dairy, ranching, citrus and other 
types of agricultural property loans 
in 44 states and Canada. “This is un- 
doubtedly the first time that a farm 
financing program by a private invest- 
ment account has reached such pro- 
portions,” President Carrol M. Shanks 
said. 





Canada Medical Directors 


Stage Annual Convention 


Canadian Life Medical Officers Assn. 
held its annual meeting at the Motor 
Country Club, near Winnipeg, with an 
attendance of about 50. Dr. F. A. L. 
Mathewson, Great-West Life, the as- 
sociation president, presided. 

Addresses were made by Dr. R. H. 
Craig, Mutual of Canada; Dr. J. S. 
Winder, London Life; Dr. D. J. Breit- 
haupt, Manufacturers Life, and in ad- 
dition Dr. Ross Mitchell of Winnipeg 
delivered a paper on the history of the 
early development of Manitoba. 





Heads Memphis Group Office 

State Mutual Life has appointed J. 
McKay Boswell Jr. home office group 
representative in charge of its Mem- 
phis office. He formerly was assigned 
in Atlanta. 


Preble G. A. at Aberdeen 


Guardian Life has appointed Robert 
J. Preble general agent at Aberdeen, 
Wash. His father, Walter S. Preble, 
district manager at Aberdeen since 
1937, will continue with the new a- 
gency, devoting full time to serving 
personal clients. 

The younger Preble joined the com- 
pany in 1946. He is past president of 
Twin Harbors Life Underwriters 
Assn. 





New Head for Ft. Worth Insurer 

George V. Brooks, who was Fort 
Worth manager of Southwestern Life 
since 1924 when he resigned recently, 
has been named president of Interna- 
tional Bankers Life succeeding James 
W. Walden, who will become executive 
vice-president and supervisor of agents: 
Mr. Walden has been president since 
the company was chartered in Decem- 
ber, 1952. 





Name White Brokerage Supervisor 

George C. White has been gre 
brokerage supervisor of U. Life’s 
Paramount agency in Dacliten He 
joined New York Life in 1947 and 
later was with Equitable Society as a 
unit manager. He is a CLU. 

















This 1s the second im a serses of advertisements 
about Kansas City — and Kansas City Life. 


High Style on 
“Petticoat Lane” 


There’s a street in our town that looks pretty much like any other 
street to an outsider, but it’s the fashion center of the Heart of America. 


We call it “Petticoat Lane.” 


There’s a sparkle to the name that’s typical of Kansas City. 


It’s symbolic of the friendly spirit here. 
* * * ® 


That same spirit helped a life insurance company grow up in the 
Heart of America — Kansas City Life. And this month, at 
the annual meeting of Kansas City Life Insurance Company's 


“President’s Club”, Kansas City Life makes news on 
famous Petticoat Lane. 


Yes, Kansas City Life brings Jessica Daves, editor of Vogue 
Magazine and one of the country’s leading fashion authorities, to the 
Heart of America to make one of her unusual public appearances. 


This is a treat indeed for the wives of the members, 
and members of the “President’s Club” 


® ite 
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Texas Legislature Active 


on Life Insurance Bills 


AUSTIN—A major bill awaiting ac- 

tion in the Texas legislature is one set- 
ting up financial requirements for life 
companies. The senate is expected to 
accept house modification fixing $200,- 
000 capital and surplus for stock com- 
panies and $200,000 backing for mu- 
tual insurers, a major cut from the 
$375,000 figure in the original senate 
bill. The house bill also liberalizes re- 
strictions on the size of policies based 
on capitalization and on investments in 
first mortgages and home office build- 
ings. 
Another pending measure would re- 
vise liquidation procedures, with the 
house bill being amended in the senate 
to limit total expense of a company 
liquidation to 20% of assets at the time 
of liquidation. 

The legislature passed a legal re- 
serve life agents’ bill setting up written 
examinations and increased license 
fees and a bill authorizing mutual legal 
reserve life companies to designate 
their contingency reserves as surplus 
so that their financial tructure will 
meet entrance requirement of certain 
states. 

Also, sales of insurance stocks were 
placed under supervision of the Texas 
board in senate acceptance of a house- 
passed proposal dealing with one of the 
key insurance “reform” bills. As the 
legislature moved close to final ad- 
journment, passage of the meaure was 
considered routine, thereby substan- 
tially strengthening the authority of 
the board over insurance operations. 

Under the bill the board has the au- 
thority to apply the same rules over 
insurance stock sales as those held by 
the secretary of state over other indus- 
trial securities. Previously insurance 
stock sales were not reglated. 

Two remaining “reform” bills, 
whose future is uncertain, would set 
up penal provisions against false state- 
ments regarding company statements 
and operations. 


Sees Cost Distribution 
Aided By Valuation Laws 


NEW YORK—One of the effects of 
the nationwide uniformity in non-for- 
feiture and valuation laws has been to 
effect a better distribution of the cost 
of insurance among policyholders, Al- 
fred N. Guertin, actuary of American 
Life Convention, told the examiners 
of the New York department in their 
lecture course. 

Mr. Guertin, who took a leading part 
in developing these laws, pointed out 
that they resulted in a more equitable 
treatment among policyholders of va- 
rying ages, types of insurance plan 
and duration of policy. 


U. S. Life Now Writing 
10- Life Group Cover 


U.S. Life is now writing group life 
plans on as few as 10 employes, carry- 
ing all features previously limited to 
groups of 25 or more and selling at 
standard group rates except for the 
usual occupational ratings. 

The features include automatic cov- 
erage up to $5,000, with up to $10,000 
accepted upon home office approval. 
Brokers and agents will be paid 10% 
commissions on first and renewal 
years. 

New York group insurance regula- 
tions recently were revised to permit 
writing of the 10-24 group cases. 


LAA Prints 1955 Roster 


Life Advertisers Assn. has _ pub- 
lished its 1955 roster, which contains 
the constitution and bylaws and names 
of 426 individual members represent- 
ing 210 companies. 


Form New Tex. Life Co. 


Formation of David Crockett Life 
of Fort Worth, Tex., as an old line 











legal reserve company with $100,000 
capital and $50,000 surplus has been 
announced. Officers are Marvin Leon- 
ard, president, Obie Leonard, vice- 
president, and Jenkins Garrett, secre- 
tary. The Leonards are pioneer mer- 
chants in Fort Worth and own one of 
the largest department stores in the 
state. 

The first policies are scheduled to 
be issued early in June. The company 
will write life and annuity, credit life 
and educational and savings plans for 
children. 


National Life Starting in 
Texas as $500,000 Insurer 


A charter has been issued National 
Life of Houston, which is beginning 
with capitalization of $500,000 and 
shares at $2 each, half going into cap- 
ital and half surplus. 

Warren M. Fleming and Jack Mussle- 
white are organizers. Directors and of- 
ficers will be elected at an organiza- 
tion meeting to be held in June. Mr. 
Fleming has been in insurance 15 years 
and was an organizer of South Coast 
Life. Mr. Musslewhite entered insur- 
ance in 1929 with Fidelity Union Life 
and later was with another company. 


Phil Weber Resigns as 
Manager of Chicago Hotel 


Phil J. Weber has resigned as general 
manager of the Edgewater Beach hotel 
at Chicago. Mr. Weber, who has a wide 
acquaintance among insurance men, 
has not announced his future plans, 
though it is believed he will assume 
a similar position at Los Angeles. 

Mr. Weber was with the Chicago 
hotel for 33 years. A large number of 
insurance meetings are held there. His 
successor has not as yet been named. 


Oklahoma City Junior 
Chamber Elects 5 Agents 


Five agents have been elected offi- 
cers of the Oklahoma City Junior 
Chamber of Commerce. Jere Hulson of 
the Commercial agency has_ been 
named president and the new vice- 











presidents include Emott Hedrick, Pa-. 


cific Mutual Life; Harvey Drake, own- 
er Harvey Drake agency; Omar Mas- 
sad, Eugene Whittington agency, and 
James Montgomery, Aetna Life. 


Drake Sutter Heads A & H 
Managers Group at L. A. 


Drake Sutter, Continental Casualty, 
is the new president of the San Fran- 
cisco A&H Managers Assn. Charles D. 
Brown, Mutual Benefit H. & A, is 
vice-president, and Len Johnson, Com- 
mercial Union, secretary. 

Meeting jointly with Northern Cali- 
fornia A&H Underwriters Assn., the 
managers were hosts to members of 
the California department. Jeff Brans- 
com, Washington National, president of 
the northern California group, intro- 
duced Commissioner McConnell, who 
spoke briefly. Mr. McConnell asserted 
insurance company advertising is ade- 
quately covered under California law, 
and said he will do all in his power to 
stop the FTC campaign against A&H 
insurers. 


John Barker Jr. Life Counsel 
Delegate to Bar Association 

John Barker Jr., vice-president and 
general counsel of New England Mu- 
tual Life, was elected representative of 
Assn. of Life Insurance Counsel in the 
house of delegates of American Bar 
Assn. at the recent annual meeting. He 
is immediate past president of the life 
counsel association. 








May Require Boxers A & H Cover 

Wisconsin legislature has passed and 
sent to the governor a measure which 
provides for compulsory accident in- 
surance for the state’s professional 
boxers. Boxing promoters will be re- 
quired to insure boxers for up to $500 
for _— and $2,560 for accidental 
death. 


Welfare Plans Insure 
Most N.Y. Workers 


Life insurance is provided by health 
and welfare plans to two-thirds of the 
workers in New York state, according 
to Industrial Commissioner Isador 
Lubin, who has reported on a state 
labor department study covering 4.5 
million workers. 

Plans providing at least hospital and 
surgical plus life cover almost 2.5 mil- 
lion employes. Accidental death insur- 
ance is provided for 32%. Although a 
large company is more likely than a 
small one to have a welfare program, 
many small establishments give bene- 
fits by contributing to multi-employer- 
union funds, set up jointly by a group 
of employers and a labor union. 

The larger the company, the more 
likely it is to provide employe bene- 
fits. Nearly a half-million of all work- 
ers covered by unemployment insur- 
ance are protected by every type of 
benefit included in the survey. While 
a welfare fund to which the employer 
contributes is found in every com- 
pany with 2,500 or more workers and 
in nearly every one with as many as 
500 workers, only 35% of those with 
less than 20 employes have such plans. 

One-fourth of the 4.5 million work- 
ers surveyed are not covered by any 
employer-financed plan giving bene- 
fits beyond those required by law. In 
New York City more than 40% of the 
employes of small firms are covered 
by health and welfare benefits, com- 
pared to 27% in the rest of the state. 
Multi-employer-union funds are more 
prevalent in the city. About 70% of 
establishments of all sizes in the city 
which have welfare plans contribute 
to multi-employer-union funds, com- 
pared to 25% in the rest of the state. 

In manufacturing industries of the 
state, 82% of employes are covered by 
some type of benefit through payments 
made by 56% of employers. In non- 
manufacturing industries, 66% of em- 
ployes have some protection, with 
38% of employers contributing. 


Brochure on Organization 
Names Shippee to Board 


Phoenix Mutual Life has advanced 
Olin J. Budd from assistant comptroller 
to assistant secretary in charge of the 
planning and personnel department, ef- 
fective May 28. Lester E. Shippee has 
been elected to the board to fill a 
vacancy created by the recent death of 
Allerton F. Brooks. 

Mr. Budd became a Phoenix Mutual 
Life agent at Rochester in 1934 and 
later was promoted to agency cashier. 
He was moved to the home office ac- 
counting department in 1941 and pro- 
mited to assistant comptroller in 1946. 


Quick Gets 3-State Group 


Post for Lincoln National 


Thomas L. Quick has been appointed 
regional group manager for Utah-Neva- 
da-Idaho for Lincoln National Life, 
wth headquarters at Salt Lake City. 

Mr. Quick, who joined the company 
in 1954, has been serving as group rep- 
resentative in the home office. 








Farmers & Traders Has New Plans 


Farmers & Traders, has added a 15 
year 12-pay family income rider pro- 
viding $10 monthly income and 10, 15, 
and 20 year family income riders pro- 
viding $20 monthly income with premi- 
ums payable for 8, 12 and 16 years re- 
spectively. Effective May 2, 1955, ju- 
venile rates for policies issued in the 
state of New York are the same as 
those issued in all other states. 





Mass. Okays A&S State Fund 


BOSTON—tThe legislative committee 
on labor and industries has approved a 
competitive state fund plan for cash 
sickness insurance, requiring Massa- 
chusetts employers to cover their work- 
ers under the state fund unless they 
already have an equal or better pri- 
vately operated plan. 


Convention Dates 








May 23-25, Insurance Accounting & Statistica 
Assn., Palmer House, Chicago. 

May 26, Wisconsin Assn. of Life Underwriters 
annual, Elks club, Milwaukee. ‘ 

May 27, Wisconsin Assn. of Life Underwriters 
sales congress, Elks club, Milwaukee. ’ 

May 30-June 3, National Assn. of Insurance 
Commissioners, annual, Biltmore hotel, Lo 
Angeles. 

June 1, Actuarial Club of the Pacific States 
annual, Coronado hotel, San Diego. e 

June 2-3, Society of Actuaries, regional, Hote! 
del Coronado, Coronado, Cal. 

June 3, Tennessee Assn. of Life Underwrite 
annual, Andrew Jackson hotel, Nashville, 
June 10-11, Maryland Life Underwriters 
Assn., annual, Alexander hotel, Hagerstown, 
June 12-13. North Carolina Assn. of Life Un. 
derwriters, annual, George Vanderbilt hotel, 

Asheville. 

June 12-16, Insurance Division of the Speciaj 
Libraries Assn., annual, Hotel Statler, De. 
troit. 


June 13-15, Internationl Assn. of A & y 
Underwriters, annual, Gunter hotel, San 
Antonio. 


June 17-18, Alabama Assn. of Life Underwrit. 
ers, annual, Muscle Shoals hotel, Sheffield, 

June 17-19, Consumer Credit Insurance Assn,, 
annual, Nippersink Manor hotel, Genoa 
City, Wis. 

June 23-25, Texas Assn. of Life Underwriters, 
annual, Texas hotel. Fort Worth. 

June 24, Texas General Agent & Managers 
Conference, Texas hotel, Fort Worth. 
June 24-25, Georgia Assn. of Life Underwriters, 

annual, Hotel Dempsey, Macon. 
June 27-29, American Life Convention medica 
— The Homestead hotel, Hot Springs, 
a. 


June 27-30, Million Dollar Round Table, an- 
nual, Greenbrier hotel, White Sulphur 
Springs, W. Va. 

July 7-9, International Assn. of Insurance 
Counsel, annual, Hotel del Coronado, 
Coronado, Cal. 

Aug. 2-5. National Insurance Assn., annual, 
Hollenden hotel, Cleveland. 

Aug. 17-20. Federation of Insurance Counsel, 
ae Sheraton Park hotel, Washington, 


Aug. 21, American Bar Assn., insurance law 
section, annual, Philadelphia. 

Aug. 22-26, National Assn. of Life Underwrit- 
ers, annual, Jefferson hotel, St. Louis. 

Aug. 25-28, Texas Life Convention, annual, Na- 
cional hotel, Havana, Cuba. 

Sept. 5-7, International Federation of Com- 
mercial Travelers Insurance Org., annual, 
Sun Valley Lodge, Sun Valley, Ida. 

Sept. 26-28, Bureau of A&H Underwriters, an- 
nual, Mount Washington hotel, Bretton 
Woods, N. H. 

Sept. 26-28, National Fraternal Congress of 
America, annual, Royal York hotel, Toronto, 
Ontario. 

Sept. 26-28, Life Office Management Assn., an- 
nual, Edgewater Beach hotel, Chicago. 

Sept. 29-30, Michigan General Agents & Man- 
agers Conference, Michigan State college, 
East Lansing. 

Oct. 5-7, Society of Actuaries, annual, Shera- 
ton-Mount Royal hotel, Montreal, Quebec. 
Oct. 6-7, Eastern General Agents & Managers 

Conference, Harrisburg, Pa. 

Oct. 11-14, American Life Convention, annual, 
Edgewater Beach hotel, Chicago. 

Oct. 19-21, Assn. of Life Ins. Medical Direc- 
tors, Statler hotel, New York City. 

Oct. 20-21, Atlantic alumni of LIAMA 
schools, Rye, N. Y. 

Oct. 20-23, Mid-west General Agents & Man- 
agers Conference, French Lick, Ind. 

Oct. 26-28, Institute of Home Office Under- 
writers, Kentucky hotel, Louisville. 

Oct. 26-28, American Management Assn., In- 
surance Conference, Palmer House, Chicago. 

Oct. 27, Northern California General Agents 
& Managers Conference, Berkeley. 

Nov. 4-5, Southwest General Agents & Mana- 
gers Conference, Dallas. 

Nov. 7-11, Life Insurance Agency Manage- 
ment Assn., annual, Edgewater Beach hotel, 
Chicago. 

— George Washington hotel, Washing- 
n. 

Nov. 28-Dec. 2, National Assn. of Insurance 
Commissioners, midyear, Commodore hotel. 
New York City. 

Dec. 11-12, Assn. of Life Insurance Counsel 
winter meeting, Waldorf-Astoria hotel, New 
York City. 

Dec. 14-15, Life Insurance Assn. of Arnerica. 
—— Wldorf-Astoria hotel, 1% w York 

ity. 


School to Hear Lounsbury 


Ralph R. Lounsbury, president of 
Bankers National Life and past presl- 
dent of American Life Convention, 
will address closing exercises of the 
School of Insurance of Insurance S0- 
ciety of New York on June 14 at New 
York State Chamber of Commerce 
building in New York City. 
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Plain and fancy Stealing 
Would your partner's death Start a chain reaction? 


Now Extended Automobile Medical Payments insurance is available ; 
from The Travelers to cover you and your family 


s” Policy gives you 


H rs “Protection + Plu 
a t income # cash values at low cost! 


protection + retiremen 


HOW MANY OF THESE HEADLINES HAVE YOU USED IN SELLING? 


In 1954, Travelers multiple-line representatives used more than 
3,000,000 reprints containing these headlines. 


Why not put the Travelers National Advertising Program in leading 
magazines to work for you? For full details, call your nearest Travelers 
Manager or General Agent or write us for particulars. 


THE TRAVELERS INSURANCE COMPANIES 
Hartford 15, Connecticut 


2 good reasons to take another look at your Workmen's Compensation insurance 


. This Group Insurance plan is tailor-made to fit your needs 


rt with your Group insurance program 


How to get off to a good sta 
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Again this year hundreds of Acacia Fieldmen will enjoy earned 


TOWL A CS A C$ i A vacations at company expense as a reward for outstanding 


quality production. Many of them will also qualify for their 
Wives. 


In 1955, two of the country’s most luxurious 
vacation spots will be the scene of Acacia’s re- 
gional agency meetings. Qualifying fieldmen 
from the eastern half of the country will meet 
beginning August 24th at the internationally 
known Greenbrier Hotel, White Sulphur Springs, 
West Virginia. 
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Las ; 
¢ hh id ' i 7 Acacians qualifying from the western United 
" ay *. ny — States will meet beginning September 6th at 
i ae — . magnificent Tahoe Tavern on the shores of 
-_ beautiful Lake Tahoe in the famous Sierra won- 
, derland of California. 
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Acacia’s conventions offer an opportunity for healthful relaxation while serving to 
bring the company’s nation-wide agency organization together in the spirit of good 
fellowship and mutual helpfulness. Every Acacian who attends these conventions 
receives much valuable training and information to help him further his career as 
an Acacia representative. 


Excellent Agency management opportunities are available. Write to: 


ACACIA MUTUAL LIFE INSURANCE COMPANY 


Harry J. Shaffer, Agency Vice-President 
Home Office, Washington 1, D. C. 





